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Dealer Pelations Board is Formed by GM 


HUDSUN SHOWS LOW-PRICE CAR 


SAK’s Convention Opens Monday in Detroit 


Sparks 


Independent Oak 
Hudson’s Pulmotor 
Magic-Carpeting 
Bread-and-Butters 
Pulcher Foresight 


see 


By 
Chris Sinsabaugh 


UDSON is in its 30th year as 

a motor car manufacturing 
company and is the fourth largest 
manufacturer. 
When it was in 
the acorn stage 
in 1909 and be- 
fore it got to 
be the giant 
oak it is today, 
a young chap, 
just starting his 
business career, 
got a job as 
secretary to the 
purchasing 
agent. That was 
the first rung of the ladder which 
A. Edward Barit has climbed to 
reach the top rung he now occu- 
pies—president of the Hudson 
Motor Car Co. 

In this, his second year as 
president, his big moment came 
last Tuesday morning when he 
addressed a meeting of 175 of the 
leading publishers and automo- 
bile editors, who came to Detroit 
from coast to coast, and told his 
listeners of the Hudson com- 
pany’s plan to pulmotor the auto- 
mobile industry, through the in- 
troduction of a new low-priced 
model, which means the expendi- 
ture of some $11,000,000 in plant 
expansion.and which puts 6,000 


(Continued on Page 23, Col. 1) 


A. E. Barit 


The‘Top Ten 
PASSENGER CARS 
First Ten in Registration 
as Reported in ADN Today. 

1936 
Pos. 
685,483— 2 
850,191— 1 
453,131— 3 


Pos. Make 


1—735,060 Ford 
2—720,723 Chev. 
3—438,748 Plym. 
4—244,075 Ddge. 224,865— 4 
5—202,288 Pont. 152,358— 6 
6—189,751 Buick 139,299— 7 
7—178,511 Olds. 158,862— 5 
8— 90,271 Pack. 61,295— 9 
9— 85,953 Chrys. 51,216— 8 
10— 85,725 Huds. 89,246—10 


Total All Makes 
3,302,006 3,078,832 


Fer complete standings ef all makes, 
see Page 25, this issue. 





Several Changes 
Made in Factory, 
Dealer Contracts 


Modifications Give Dealers 
Greater Protection 
In Territories 


DETROIT. — Establish- 
ment of a dealers’ relations 
board and major modifica- 
tions in the 1938 dealer- 


factory contract were 
announced this week by Alfred 
P. Sloan jr., chairman of the 
board of General Motors Corp. 
Under the new setup a dealer, 
who feels that his interests have 
been importantly prejudiced by 
some action of the corporation 
or its executives, may submit his 
case to the new board, where full 
hearing of all charges will be 
granted him. 

Complete program for proce- 
dure is outlined in a bulletin to 
be issued to dealers in the near 
future. In a general way, it pro- 
vides that if any dealers feel that 
action taken is importantly prej- 
udicial to his interest he must 
first call the action to the atten- 
tion of the general sales manager 
of his division. The sales man- 
ager must render a decision on 
the case within a definite time 
and, following this decision, the 
dealer may apply directly to the 
board if, in his judgment, the 
decision of the general sales man- 
ager does not satisfy his claims. 

The board maintains its right 


(Continued on Page 17, Col. 1) 


Knudsen Tells 
Senate He Sees 
Spring Upswing 


By WILLIAM ULLMAN 
Staff Correspondent, ADN 

WASHINGTON.— Official Wash- 
ington is cheered by the revela- 
tion that, confident of a spring 
upswing in business, General 
Motors is planning to expand five 
of its plants. The program was 
bared this week before the spe- 
cial senate unemployment com- 
mittee by William S. Knudsen, 
president of the corporation. 

Discussing problems of the auto- 
motive industry with candor that 
evoked admiration, Knudsen 
sounded a pronounced note of 
optimism. He declared the pres- 
ent business recession is not only 
unjustified but temporary and 
that a national lack of confidence 


(Continued on Page 18, Col. 1) 








83 h.p. Model’s 
Prices Start at 


$694 in Detroit 


112” Wheelbase Provided 
With Unusual Room, 
Economy Claimed 


DETROIT.—As part of 
the company’s campaign to 
put men and money back to 
work, Hudson Motor Car Co. 
this week entered the lowest 


_ | price field with announcement of 


PRESIDENT A. E. BARIT, of Hudson, breaks the good news 
about Hudson’s new low-price model (shown below); rehiring of 6,000 
workers and expenditure of $11,000,000 for tools, materials, etc. Shown 
at the Tuesday meeting are, left to right, Rex Cleveland, automotive 
editor, New York Times; Charles O. Lane, in charge of business de- 


partment, the Times, and Barit. 


Ruddon Succeeds 
Pulcher as Head 
Of Federal Truck 


DETROIT_R. W. Ruddon, 
vice-president and general man- 
ager of the Federal Motor Truck 

Co., has been 
elected presi- 
dent, it was an- 
nounced this 
week. Ruddon 
succeeds Martin 
L. Pulcher, who 
has headed the 
company since 
its formation in 
1911. 


During his 24| 


years with the 
R.W.Ruddon Company, Rud- 
don has occu- 
pied posts of executive impor- 
tance in every branch of the busi- 
ness and has seen its production 
grow from 60 trucks a month to 
its present capacity of 1,000 units. 
Pulcher, who resigned, an- 
nounced his intention to retire 
from business, but will continue 
as a director of the company. 


No Lay-off 

OSHAWA, Ont. (UTPS).—There 
is to be no lay-off of any kind at the 
Canadian plant of General Motors 
in this city, stated W. J. Carmichael, 
general manager of the company, 
when he was asked if the Canadian 
company contemplated any general 
lay-off at the Canadian factory. 





°37 Ford Output 
Reaches 1,314,369 
in World Plants 


DEARBORN.—The second best 
year since 1930 was enjoyed by 
Ford Motor Co. in 1937, the home 
offices announced Thursday. 


Ford world sales and world pro- 
duction, figures showed, both ex- 
ceeded the 1,000,000-car mark for 
the 12th year since 1920, the first 
year Ford production passed the 
1,000,000 mark. 

Total Ford world production in 
1937 was 1,314,369 units. This total 


(Continued on Page 25, Col. 1) 





a new model to be known as the 
Hudson 112. Prices on the new 
car will start in Detroit at $694. 

Volume production started this 
week on the new Hudson 112, 
which enters the volume field after 
a year of development. It is said 


Complete price list on the new 
Hudson model 


to be particularly outstanding in 
the matter of size, roominess and 
advanced mechanical and safety 
features heretofore confined to 
higher priced cars. 

Mounted on an entirely new 
112-inch wheelbase chassis, the 
new six is 187% inches long 
overall. It is powered by an 83 
horsepower engine which is said 
to be extremely smooth running 
and free from vibration. The 
bodies are of steel construction, 
with more seating space than 
ever before offered in this price 
field, the manufacturers state. 

Brakes are the Hudson safety 
hydraulic type with two mechan- 
ical reserve systems. The Hudson 
oil-cushioned clutch, propeller 
shaft and rear axle are all over- 
size units and the car is mounted 
on a frame having a depth of 7% 
inches and a rigid box con- 
struction. 

The car has been designed for 
economy of operation and main- 
tenance. Gasoline tests, accord- 
ing to the company, show 24 miles 


(Continued on Page 24, Col. 1) 


Kettering to Head Speakers 
At SAE Conclave Next Week 


“The Philosophy of Re- 


DETROIT.—With more than 40 
authorities in the automotive and 
allied fields listed to speak on a 
wide variety of subjects, the an- 
nual meeting of the Society of Au- 
tomotive Engineers will open here 
Monday at the Book-Cadillac 
hotel. 

Featured speaker of the meet- 
ing, which is to run from Mon- 
day through Friday, is Charles F. 
Kettering, research vice-president 
of General Motors Corp. In his 


address, 
search,” Kettering will discuss 
diesel developments briefly in his 
treatment of the research picture 
as a whole. 


In the opening sessions Monday 
morning, G. W. Laurie, Atlantic 
Refining Co., S. B. Shaw, Pacific 
Gas & Electric Co. and H. O. 
Mathews, Public Utility Engineer- 
ing & Service Corp., will discuss 

(Continued on Page 9, Col. 1) 
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Hudson Distributors Hear Merchandising Plans 


© 


AMONG THE HUDSON 


New 1 12 Model 


| 


| 
| 
| 


DISTRIBUTORS and officials who 


gathered at the Masonic Temple in Detroit Tuesday to see and dis- 


cuss the new Hudson 112, 


Chicago; A. M. Post, regional manager; Frank Revoir, Syracuse, 
and W. A. James, Hudson advertising manager. 


were, top picture, left to right: Earl Butler, | 
| distributors, 


Second from top, | 


left to right, George Pratt, Hudson sales manager, and C. E. Wright, 
Norfolk. Third from top, left to right, Roy Wolford, San Francisco; 


Glen C. Stater, San Francisco; Howard P. 


Edward E. Cohen, Portland, Ore. 
J. H. Pass, Minot; 


W. D. Weddell, Fargo; W. G. Chunn, Nashville, 


Grove, Los Angeles, and 
Fourth from top, left to right, 


Receives Nation- 
Wide 


By WILLIAM C. CALLAHAN 
Manaying Editor, ADN 

DETROIT.—Hudson’s program 
of “putting men and money back | 
to work” through introduction of | 
a new lower priced model struck 
a responsive chord with the pub- 
lic, which was reflected by the | 
distributors of the company who | 
visited Detroit Wednesday. Under 
the plan announced by Hudson’s 
President A. E. Barit, the com-| 


Acclaim 


| 


| 


pany will immediately launch an | 


$11,000,000 program which will 
add 6,000 men to the current pay- 
roll, bringing the total to 12,000 
and add $1,250,000 to the com- 
pany’s monthly wages. 


Production will be pushed im- 
mediately with approximately 300 
of the new models coming off the 
line for the week just closed. It 


Hudson 112 Prices 


DETROIT.—The new Hudson 
112 will have a base price of 
$694, fully equipped and de- 
livered in Detroit, plus local 
tax. 

The base price of $694 is for 
the three-passenger coupe; the 
Victoria four-passenger coupe 
is priced at $740, plus local tax, 
fully equipped and delivered in 
Detroit, while the Detroit de- 
livered price of the _ fully- 
equipped six-passenger sedan is 
$755, plus local tax. No price 
has yet been announced on the 
convertible brougham, the 
fourth model in the new Hud- 
son 112 line. 

The Hudson 112 sedan prices 
range from $30 to $45 below 
the prices for similar models in 
the de luxe lines of Ford, Chev- 
rolet and Plymouth. 


is hoped that this schedule can be 
increased to 2,500 cars a week for 
the next few months to sample 
dealers. By that time it is ex- 
pected that retail demand will 
show the usual spring increase 
which would carry production on 
a heavy schedule well into the 
| summer. 


Barit, in his speech to the 
outlined the think- 
ing of the company behind 
the introduction of the new car 
which he stated would permit the 
distributors and their dealers to 
cater to all groups from the very 


|lowest to the high-medium price 


and J, E. Gomery, Philadelphia. Bottom, left to right, rear, Ira Vail, | field because of the wide range 


Babe Stapp, Chet Miller and Ted 
Treadwell and R. G. Marr. 


Lincoln-Zephyr Sales Leap; 


front, C. W. 


Horn, race drivers; 


Year’s Total 50% Above 1936 


DEARBORN.—Directly in the | isti 
face of widespread reports of | 
business recessions during the 
month, Lincoln Motor Co. Friday | 
reported that retail sales of Lin-| 
coln-Zephyr motor cars in De-| 
cember were greater than in De- 
cember last year when business} 
was forging ahead and Lincoln- 
Zephyr production had just been | 
doubled. 

The statement reported that! 
2,201 Lincoln-Zephyr cars were| 
sold at retail during the month, | 
as compared with 2,125 units sold 
at retail in the same month in 
1936. The total was almost double 
the 1,128 Lincoln-Zephyr cars re- 
tailed in the corresponding month 
of 1935. 

The fact that Lincoln-Zephyr 
sales to the public in December 
topped those of the same month 
@ year ago was considered re-| 
markable in view of the contrast 
between business conditions ex-| 


isting in the two months. A year | 
ago business generally was boom- 
ing, while last month business 
hesitation was reported in many 
parts of the United States. 

Total sales of Lincoln-Zephyr 


|} cars in the United States in 1937 


were virtually 50 per cent we 

than in 1936, the report showed. 

The total for 1937 was 25,646; for 
| 


| 1936, 17,108. 


Facing a substantial bank of 
retail orders scheduled for imme- 
diate delivery and a much larger 
bank of orders for dealer stocks, 
Lincoln-Zephyr production in Jan- 
uary had been stepped up approxi- 


| mately 15 per cent over that in 


December. 

Export sales in January are ex- 
pected to set a monthly record. 
Orders for shipment abroad dur- 
ing January already are greater 
than in any previous month and 


| virtually double the total for the 


average month. 


that Hudson is now covering 
with the addition of this new 
companion car to the line. He 
| pointed out that the Hudson or- 
| ganization would be the first to 
|}extend the security of this di- 
| versification to its distributing 
force because all Hudson lines 
will be handled by a single group 
be distributors and dealers. 


Attending distributors during 
the next two weeks will hold pre- 
views to their own dealers and 
the trade generally in 83 major 
cities. Formal announcements to 
the public are scheduled for early 
in February, it was announced. 


Tracy hailed the introduction 
of the new Hudson 112 as mark- 
ing a turning point in the affairs 
of the company and its sales or- 
ganization. He said, “the latest 
addition to our line is being in- 
troduced at a time when it meets 
buying conditions better than any 
other car on the market today; 
and when its introduction may 
easily prove to be the first step 
in another business upturn.” 

‘Tt marks a turning point 
your affairs and ours .. . put- 
ting us in a position to serve the 
entirc automobile market, with 


in | 


GATHERED IN DETROIT TUESDAY, to preview and discuss 


the Hudson 112, 
Hudson’s leading figures. 


the company’s new low-price unit, were most of 
Among distributors and officials present 


were, top picture, left to right: D. P. Knapp, Birmingham; E. V. 
Stratton, Albany, and W. R. Tracy, vice-president in charge of sales. 
Second from top, left to right, H. M. Northrup, chief engineer, and 


A. E. Kirk, Hutchinson, Kan. 
Cartwright, Baltimore; 
Barbee. 


Max von Schlegell, 
Fourth from top, left to right, Gomery, of Philadelphia, and 


Third from top, left to right, Walter 


Baltimore, and Fred 


Frank Spring. Bottom, left to right, Mortensen, of Aaron DeRoy, 
E. L. Sholz, CIT; Jack Stone, Detroit; Alex S. Levinsohn, and H. J. 


Allington, both of of Saginaw. 


Ky. Dealers Form Assn.; 
Elect Patton to Presidency 


Special to Automotive Daily News 

LEXINGTON, Ky.— The Ken- 
tucky Automobile Dealers’ Assn. 
was organized last week at an 
all-day meeting of approximately 
100 automobile dealers from 29 
Kentucky counties. 

T. N. Patton, Ashland, was 
elected president of the new or- 
ganization. Other officers are: 
Turner A. Summers, vice-presi- 
dent, Louisville; Dixie McKinley, 
secretary, Lexington, and H. M. 
Howard, treasurer, Paintsville. 

Directors: are the officers and 
Cc. P. Schuler, Covington; L. B. 
Knight, Greenville; G. E. Baker, 
Hopkinsville; H. F. Galloway, 


one complete line of cars, sharing Bowling Green; Paul Dexheimer, 


(Continued on Page 8, Col. 1) 


Somerset, and D. H. Goodlette, 


Hazard. Two additional directors 
will be named later. 


Brief addresses relative to prob- 
lems confronting automobile 
dealers were made by Rumsey 
Weir, Louisville; J. G. Goodman, 
Shelbyville, and McKinley. 


Summers in commenting on the 
new association remarked that it 
had been several years. since 
there had been a state body, and 
such an organization was needed 
to aid in fighting adverse legisla- 
tion, work for better condition of 
the dealers, etc. It is planned to 
have headquarters at Frankfort, 
Ky., and probably a paid secre- 
tary. 





Heavy Winter 
Are Leading 
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| January Holds Wide Lead in ADN Show 


® 


Carry-Overs 


Poll Influence’ 


DETROIT.—January continues 
to lead ADN’s poll among readers 
as the most popular month for 
introduction of new models and 
holding of national shows. With | 
158 votes tabulated up to Wed- 
nesday the count stands 106 for'| 
January with February bringing | 
up a bad second with only 30) 
votes. 


During the past week there} 
have been a number of votes| 
mailed in by dealer associations, 
following a poll of membership. 
The chief reason given for the 
desire to return to January shows 
is that under such a system deal- 
ers will not be called upon to 
carry heavy stocks of new and 
used cars through the winter 
months. Others feel that the fall 
announcements’ interfere with 
summer selling season, since buy- 
ers begin to expect new models 
by September and October and 
wait to see what the industry will 
offer for the following year be- 
fore making purchases. 


Alfred Reeves, general manager 
of the Automobile Manufacturers 
Assn., while on a visit to Detroit 
this week, praised ADN for its 
enterprise in conducting the poll 
and giving dealers an opportu- 
nity to express their views. He 
pointed out that the original pur- 
pose in shifting show dates was 
to level out the peaks and valleys 
in employment and that this 
problem will still play an im- 
portant part in any decision to 
revert to the former January an- 
nouncement plan. 

There has been considerable 
discussion, he said, as to whether 





the change in show dates in 1935 
resulted in the sharp upturn in 
fall sales or whether the success 
of the fall shows was a result of 
increasing demand at the time 
they were inaugurated. He added 
that dpinions expressed by deal- 
ers in‘ ADN’s poll will be most 
helpful to the show committee in 
setting dates for next year’s 
show. 

Some comments of the present 
show plans are as follows: 


Santa Barbara, Calif., George 
Young, .Inc., Chevrolet: “Intro- 
duction-Jan. 1; shows Jan. 1.” 


Santa Ana, Calif., George Dun- 
ton: “Introduction Jan. 2; shows, 
Jan. 2. No advance showings.” 


Ashland, O., Hoover Motor Co., 
Pontiac-Olds: “Introduction Jan. 
4; shows, Jan. 4. If dealers had a 
little more to say about the auto- 
mobile business, it would be a lot 
better business to be in.” 


Wilson, N. C., Raines Motor Co., 
Inc., Dodge-Plymouth: “Intro- 
duction January; shows January.” 


Saratoga Springs, N. Y., La- 
vine’s Garage: “Introduction, Jan. 
15; shows Jan. 15, so dealers will 
not have to carry used car two, 





three or four extra months.” 
Massillon, O., Wagner Garage: ! 


Introduction Jan. 1; shows, Jan. 


15.” 


Wilmington, N. C., Raney Chev- | 


rolet Co.: “Introduction Novem- 
ber; shows January. Showing of 
new cars prior to Christmas 
very helpful to the dealers in our 
state. The time to sell used cars 
is when you are making delivery 


| of new cars.” 


Mansfield, O., Colby & Earick, 
Dodge - Plymouth: “Introduction, 
Jan. 15; shows Jan. 15. Fall shows 
are all wrong, and new cars 
should not be shown before the 
national shows in January.” 


Janton, O., Ewing Chevrolet 


Sales: “Introduction Jan. 5 to 10; | 


shows Jan. 5 to 10 or soon after. 
Certain fall announcements very 
destructive to dealers. Fall clean- 
ups would be better and not ata 
loss. Used car stocks would be 
lower and new models would be 
more eagerly bought after Jan. 1 
and with resultant better deal for 
dealer.” 

Reading, Pa., O. W. Lindgren, 
Inc., Dodge-Plymouth: “Introduc- 
tion Jan.; shows Jan. 10 to 25. 
The sales curves should be the 
same on both new and used cars.” 

Wichita, Kan., The -Mosbacher 
Motor Co., Hudson-Terraplane: 
“Introduction January; shows 
January.” 

Brooklyn, N. Y.: “Introduction 
January; shows January. Cars 
should not be introduced before 
show time.” 

Jrooksville, O., Wigton-Bailey, 
Inc., Chevrolet: “Introduction 
Dec. 15; shows Jan. 1.” 

Cheyenne, Wyo., H. M. Symons: 
“Introduction January; shows 
Jan. 10 or 15. Used car situation 
is much worse on account of fall 
introduction as many cars must 
be carried through the winter. 
We did not have this trouble on 
January introduction.” 

Erie, Pa., Roth Cadillac Co.: 
“Introduction Jan. 5; shows Jan. 
10. Dealer now must carry over 
big stock during poor selling 
months.” 

Lewisburg, Pa., Lindig Auto 
Co.: “Introduction Jan. 15; shows 
Jan. 25.” 

Norfolk, Va., Mooers Motor Car 
Co., Packard: “Introduction Jan- 
uary; shows January.” 

Manhattan, Kan., P. C. Redman 
Motor Co., Ford: “Introduction 
January; shows January. Will 


lessen winter inventories and bal- | 


ance the year better for dealers.” 

Bryn Mawr, Pa., F. A. Hale, 
Inec.: “Introduction January; 
shows January. New model intro- 
ductions were moved up to fall to 
help spread out the work. Ap- 
parently this has not worked as 
notice the closed or partly closed 
factories.” 

Walla Walla, Wash., Maughan 
Motor Co., Plymouth: “Introduc- 
tion Jan. 15; shows Jan. 15.” 

Bristol, Pa., Enterprise Garage, 
Oldsmobile: “Introduction Jan. 
15; shows Jan. 15.” 

Yakima, Wash., Burrows Mo- 


How They’re Voting 


NEW CAR 
INTRODUCTION 


NATIONAL 
SHOW DATE 


is | 


| tor Co., Ford: “Introduction Jan- 
uary; shows January.” 
Lancaster, Pa., H. M. Vonder- 
smith, Studebaker: “Introduction 
Jan. 1; show Jan. 10.” 
Corsicana, Tex., E. W. Ellis & 
Co., Chevrolet: ‘Introduction Jan. 
15; shows Jan. 
ment this would lengthen the ac- 


60 days and reduce 
both new and used during usual 
dull period.” 


Springfield, Mass., The Har- 
rington Hudson Co.: 


tion January; shows January.” 


rolet Co.: 


shows after Jan. 1.” 


tor Co.: “Introduction January; 
shows January.” 

Riverside, Calif., Warren An- 
derson Co., Ford, Lincoln-Zephyr: 
“Introduction Jan. 15; shows Jan. 
15, or sometime after the first of 
the year.” 


Delta, Colo., Lohmann Motor 
Co., Ford: “Introduction Jan. 15; 
shows same time. After 21 years 
as Ford dealer our experience has 
shown much more satisfactory in- 
ventories and profits when new 
models are introduced after Jan. 
: ag 


Crete, Ill., J. Edward Mahoney, 
Inc., Ford: “Introduction Jan- 
uary; shows January and Feb- 
ruary. New York show in January. 
Local shows to follow as in the 
past.” 

Portland, Me., John S. Goff, 
Inc.: “Introduction Jan. 10; shows 
Jan. 10 to 20. Increases time used 
cars must be carried. Dealer in- 
vestment in used cars doubled by 
early fall shows. Dealer suffers 
greater loss.” 


Chicago: “Introduction October; 
shows late October. Levels out 
sales year and makes for more 
profitable operation. Would rather 
clean up old models in fall than 
in winter season. Either show 
date creates used car problem for 
winter.” 


Santa Fe, N. M., Santa Fe Mo- 
tor Co., Chevrolet: “Introduction 
Jan. 1; shows Jan. 1. This would 
be a great help toward getting 
dealers into spring with reason- 
able used car stocks.” 


Marshfield, Mo., Marshfield Mo- 
tor Co., Chevrolet: “Introduction 
January; shows January. Fall 
shows simply put the heaviest 
load out at the worst or slowest 
selling season.” 


Wichita, Kan., A. Kern: “Intro- 
duction Jan. 1 to 15; shows Jan. 
1 to 15.” 


Greenfield, Mass. 

“We are enclosing ballot re- 
garding our views on the ques- 
tion of new model introductions 
and automobile shows. Our ex- 
perience has proved that when 
new models are introduced the 
| middle of September and are 
available for delivery not later 
than the first of October, we en- 
joy three good sales months at 
the end of the year that other- 
wise would not be profitable. Also 
the first three months of the new 
year are good sales months. 

“The national automobile shows 
are important immediately fol- 
lowing the new models around 
the first of November. It is very 
apparent that dealers have been 
very careless in appraising used 
cars at high prices and are un- 
able to get a proper turn-over. 
Used cars fairly priced have a 
ready market and a proper dif- 
ferential between the used cars 
and new car delivered prices 
would enable dealers to price used 
cars at values equal to those of- 
fered in new models. Used car 
buyers readily appreciate true 
used car values, but will not con- 
sider the purchase of used cars 
at greatly inflated prices. 

“We believe that the high prices 
asked for used cars is_ the 
reason for the excessive used car 
stock at the present time.—Geo. 
W. Wilcox, president, Geo. W. 


(Continued on Page 11, Col. 1) 








15. In my judg- | 


tive selling season approximately | 
inventories | 


“Introduc- 


Lansing, Mich., Wolverine Chev- | 
“Introduction Jan. 1; | 


Albuquerque, N. M., Cook Mo- | 
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Balloting 


HONORING THE VETERANS among Chevrolet dealers in vari- 
ous areas, Chevrolet zone managers recently tendered banquets to 
‘Old Timers.’ Top, W. J. Hubbard, oldest Chevrolet dealer in point 
of service, is shown as he signed his 26th consecutive contract in De- 
troit this week. Hubbard has sold twice as many Chevrolets as there 
are residents in his home town of Francisville, Ind. Seated to the 
right of Hubbard is W. E. Holler, Chevrolet general sales manager; 
standing, left to right, are M. D. Douglas, parts and accessories man- 
ager; A. F. Young, Flint regional manager, and H. B. Hatch, assistant 
general sales manager. Second from top, attending veterans’ banquet 
held in Los Angeles last Wednesday, were left to right, S. M. Johnson, 
zone manager; Verne Doty, Long Beach; K. M. Chase, Pacific regional 
manager; George Doty, Long Beach. Third from top, also at the Los 
Angeles banquet were, left to right, S. M. Johnson, Los Angeles zone 
manager; L. H. Houchin, Taft; C. E. Houchin, Bakersfield; W. E. 
McFaddin, Bakersfield; K. M. Chase, Pacific regional manager. Fourth 
from top, at the Detroit banquet, left to right, C. W. Beistle, Twin 
Cities Chevrolet, Inc., established by Beistle in 1915 and E. J. McClees, 
Detroit zone manager. Bottom, at the New York banquet, left to 
right, J. L. Daly, Flushing, N. Y., hands his 21st signed agreement to 
N. Y. Zone Manager Simmons as H. L. Horton, Atlantic coast regional 
manager looks on, and William Hufnagel, North Bergen, N. J., in the 
act of signing his 22nd contract. 
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Reconditioning ‘Factory’ Added by Lansing Dealer 


Ready Market is Found 
For Rejuvenated Used Cars 


A super recondition- 
ing station, employing modern 
“assembly line” technique for the 
rehabilitation of used cars, has 
been placed in successful opera- 
tion here by the Lansing Oldsmo- 
bile Co. 

The station, providing 20,000 
square feet of floor space and em- 
ploying 15 men, is housed in a 
separate building and has no con- 
nection with the service station 
which the company maintains for 
customer-owned cars. It has a ca- 
pacity of six to eight completely 
reconditioned used cars per day. 

According to E. T. Morrison, 
general manager of the company, 
the station was established on the 
theory that there is a ready mar- 
ket for used cars that have been | 
thoroughly reconditioned in a mod- | 
ern plant by expert mechanics, 
whose skill matches that of the 
best factory craftsmen. 


“The equipment, personnel and| 
methods employed in this used 
car reconditioning plant leave no 
element of uncertainty. All cars 
are reconditioned according to 
the rigid standards set by the| 
Lansing Oldsmobile Co.,” he as- 
serted. 

Each used car passes through an 
identical routine. First, it is given 
a preliminary road test by one of 
the staff mechanics, in order to} 
get a general idea of its condition 
and the reconditioning work nec- 
essary to put the car in first class 
condition. 

Next the car, accompanied by 
the report on its road test, is 
brought to the head of the re- 
conditioning line. There it - 
given a careful inspection to de- 
termine such details as catahenl 
compression, fuel distribution, 
carburetion, battery and ignition | 
efficiency and the condition of all| 
other factors involved in depend- | 
able motor car operation. A large 
work sheet, detailing the various | 
required operations, is attached | 
to the radiator cap. 

The car then is passed down| 
through a series of stations where 
specialists execute these various 
operations. 

When all motor operations | 
have been completed, the wheels | 
are removed from the car and it 
is placed on a heavy four-wheel | 
type of “dolly” built especially for| 
the purpose. The “dolly” carries 
the car on a “line” of double- 
flanged tracks (workmen furnish- | 
ing the motive power) through | 
the remainder of the recondition- | 
ing operations. 

The track leads through a cur-| 
tained door into a cleaning room 


LANSING. 


Seattle Dealers 
Re-elect Officers; 
Sayres at Helm’ 


SEATTLE.—Indicating satisfac- | 
tion with the past year’s adminis- | 
tration, the Seattle Automobile} 
Dealers’ Assn. has re-elected all 
officers of the association, as fol-| 
lows: 

President, S. S. Sayres, head of 
American Automobile Corp.; vice- 
president, A. F. Blangy, of Blangy 
Motors; treasurer, C. M. Whit- 
comb, of Packard Seattle Co.; 
secretary, R. P. Lewis, of Lewis 
Motors. 

The used car appraisal bureau, 
in operation in this area, was en- 
dorsed and will be continued, the 
directors decreed. However, a 
committee was appointed to 
study the rules and regulations 
with the view of making some 
improvements and changes. 


| door are provided for 
| finish. The final finish room has 


| ated by the same man who sprays | 


| and bearings. 


| Morrison. 


+ 


and grease are re- 
moved from motor and chassis by 
an operator using high pressure 
live steam carrying a soap solu- 
tion. The wheels are cleaned 
separately. If the car is to re-| 
ceive a new “paint job,” the hood | 
is dipped in a tank of solution 
which removes its finish, thus 
giving subsequent workmen a| 
start on their task of old paint 
removal. 

After leaving the cleaning room 
the upholstery is vacuumed, | 
washed and repaired at the same 
time that other operators are 
busy bumping and repairing the 
body and sheet metal, removing} 
body paint or doing such other | 
operations as are called for on| 
the job ticket. 

Spray Rooms Divided 

The car next is routed through | 
a paint department with equip- 
ment similar to that employed in 
finishing new cars in the Olds- 
mobile factory. Separate spray 
rooms divided by an overhead} 
applying | 
the final) 


‘whe re all dirt 


the primer coat and 


also a wheel spray booth oper- 





the car. Workmen equipped with 
power polishing buffers next take} 
the car while others install the} 
wheels which, meanwhile, have 
been brought from the_ spray 
booth on a roller rack. 

The last operation provides a 
thorough lubrication on a modern 
hydraulic hoist; crankcase, trans- | 
mission and differential are filled 
with new oil and grease; the ra- 
diator receives a low tempera- 
ture protection of anti-freeze; the 
car is given a road test and is 
then ready for sale. 

According to Morrison, a car 
which requires no mechanical 
work can be “appearance recon- 
ditioned” at a fairly standard 


cost. The cost of mechanical re-| 
de- | 
| pending upon the amount of work 


conditioning varies widely, 
involved and the number of new 
parts installed. 

“We find, however,” he said, 
| “that people who have visited the 
reconditioning plant are in a bet- 
ter position to appreciate the 
extra value and the thorough 
manner of car. reconditioning 
operation. Prospects are welcome 
to inspect the reconditioning ‘case 
history’ of any car in which they 
may be interested.” 

Operations Listed 

Below are listed the operations 

included in the reconditioning of 


|a 1935 model coupe of popular 


make which had been driven 44,- 
000 miles by a salesman: 

Valves ground. New piston rings 
Wheel bearings 
checked and found O.K. New 
timing chain, new spark plugs, 
coil and ignition points. New 
brake bands. New grease-retain- 
ing boots on universals. Motor 
a chassis steam cleaned. Up- 


| holstery and floor mats cleaned 


and repaired. Body and fenders 
bumped, retouched and wax| 





polished. Chassis and engine lu- 
brication and anti-freeze added to 
radiator. The tires were com-| 
paratively new as was also the 
battery which merely required 
charging. 

“The reconditioning of this car, 
which was rather an extreme 
case, required 48 hours,” said 
“Tt was sold the same 
day it left our reconditioning 
line.” 

The’ reconditioning plant is} 
under the direction of A. D. Han- 
sen, used car manager for the 
Lansing Oldsmobile Co., with 
Virgil T. Lewis, former new car 
tester and service inspector for 
the organization, serving as shop 


| foreman. 


Becomes Baron 


LONDON.—Sir Percival Perry, 
poet and chairman of Ford Motor | 
Co., Ltd., was made a baron in King 
George's New Year’s honors list. 


| company operates 


In addition to this modern re- 
conditioning plant, the Lansing} 
one of the 
largest used car display rooms in| 
| Michigan at another site here. 


| engineer 


| licenses at $10 each, 77 
| dealers’ 
| 348 salesmen’s licenses at $2 
| Every new car 


| licenses are rene 


| be 


|New ‘Little NRA’ 
Provides Penalty 


For Neb. Dealers 


hecial t luton fiz / 
LINCOLN, Neb. 
braska automobile 
of fair trade, called 
NRA” when passed by the uni- 
cameral legislature, went into ef- 
fect this week under the adminis- 
tration of State Engineer Tilley 
and a non-paid state advisory 
board, which must assist the state 
in hearing complaints 
against dealers and salesmen ac- 
cused of violations of the act. 

So far, the new licensing bureau 
has issued 381 new car dealers’ 
used car 
each, and 
each, 
dealer gets one 
license free, and the 
wed annually. It 
7,500 will 
and 


The new Ne- 
dealers’ code 
the “Little 


licenses at $5 


salesman’s 


is estimated that about $1 
collected in license fees, 


| this is all to go toward the ad- 
| ministration of the act. 


| vised by the 


The plans for the law were de- 
automobile dealers 
of the state, and they are designed 


| to keep the motor car selling busi- 


| buyers of the same classes; 


SUPER-RECONDITIONING IS THE TERM characterizing the 
car-renewing system used by the Lansing Oldsmobile Co. Top pic- | 
ture shows the extent to which some used cars are torn down for 
reconditioning; second from top, upholstery is vacuumed, washed and | 
repaired; bottom, final polishing after leaving spray booth and power | 


buffer. — 


NLRB yee App 


To Entorce 


DETROIT. — After denying the 
petition of the Ford Motor Co. for | 


| a rehearing of the National Labor | 
| jority of the 29 dismissed em- 


Relations Board’s charges against 
the compny, the board Friday re- 
quested the sixth federal court of 
appeals to enforce the NLRB de- 
cision against Ford. 

The company meanwhile an- 
nounced that it would not comply | 
with the board’s decision and! 
would fight the case in court. In| 
asking for a new hearing, the 
company refuted the charges and 


Acquires Assets 
DETROIT.—The entire assets of | 
Gar Wood, Ine., a boat-producing | 
plant located in Marysville, Mich., | 
have been acquired by Gar Wood 
| Industries, Inc., according to Logan 
Wood, vice-president and general 


| manager. 


| been pursued with 


oul isan 


Ford Ruling 


set forth 14 reasons for re-open- 
ing the case. 
It was declared that the ma- 





ployes who were ordered rein- 
stated by Ford were discharged 
by a single foreman, who was not | 
called to testify. Had he been 
called, the company declared, he 
would have testified that the men 
had been fired for inefficiency. 
The company also claimed that 
its policy with regard to labor or- 
ganizations is one of non-inter- 
ference and that dismissals have 
an effort to} 
avoid discrimination either for or | 


| against members of any labor | 


union. 

The petition of the company 
was quickly denied, but it was not 
expected that the case would be 
considered by the appeals court 
before late spring. 


ness on a stable foundation. After 
the first of the year it will be un- 
lawful in Nebraska to be in the 
automobile selling business with- 
out a license. For violations of 
the law, licenses of dealers and 
salesmen can be revoked after a 
hearing before the beard and state 
engineer. If an accused dealer or 
salesman is found guilty of vio- 
lating the act, he can appeal to 
the district court. In the mean- 
time, he can continue in business, 
pending the outcome of the case 
in the courts, by posting a $100 
bond. 

Some of the grounds for revo- 
cation of licenses are as follows: 
Violation of the fair and unfair 
trade practice laws, which means 
selling below minimum prices set 
out in manufacturer-dealer con- 
tracts, or selling below cost; wil- 
ful fraud committed in conduct of 
business; wilful failure to perform 
written agreement with retail 
buyer; wilful discrimination in 
prices of commodities between 
wil- 
fully and habitually making ex- 
cessive trade-in allowances; know- 
ingly dealing in stolen motor ve- 
hicles; intentional publication of 
misrepresenting advertisements. 

The advisory board includes the 
following dealers: Grant McFay- 
den, Omaha, chairman; F. A. 
Roehl, Lincoln; H. Bomgartner, 
Scottsbluff; E. E. Bredenberg, 
Kearney, and T. F. Kinman, 
Grand Island. 


Brady is Appointed 
Bantam Factory Mgr. 


BUTLER, Pa.—Thomas R. 
Brady has joined the American 
Bantam Car Co., as factory man- 
ager, it is an- 
nounced by R. 
S. Evans, presi- 
dent. 

Brady has 
been identified 
with the auto- 
motive industry 
for the past 24 
years. He was 
for eight years 
in charge of the 
gear division of 
the Marmon 
Motor Co. of 
Indianapolis, later becoming fac- 
tory manager for the Stutz Mo- 
tor Car Co. where he remained 
for 16 years. 


Pal 
T. R. Brady 


Operations Up 


FARRELL, Pa.—The Farrell plant 
of the Carnegie-Illinois Steel Corp. 
will continue this week on approxi- 
mately a 40 per cent schedule, said 


| by plant officials to be the highest 


of any in the corporation. Seven 
open hearth furnaces will be in pro- 
duction and 30 mills in the tin de- 
partment will operate for three 
days. 
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Ingold’s Modern Showroom Attracting Attention 


Entire Plant is Designed 
To be ‘Self-Sup porting’ 


SAN FRANCISCO.—The 
tion of architects, builders 
automobile dealers is 
focused on the new home of 
Ernest Ingold, Ine., Chevrolet 
dealer here. 

Ingold, one of the largest Chev- 
rolet dealers in the country, re- 
cently moved into his new build- 
ing, an impressive modern struc- 
ture on a prominent corner along 
San Francisco’s motor row. Strik- 
ingly original in design and con- 
struction, the dealership has been 
widely recognized as an outstand- 
ing retail establishment. 

A dream of 19 years’ standing 
became a reality for Ingold when 
he moved into the new structure. 
In 1919, Ingold, already one of the 
outstanding automobile dealers on 
the west coast, conceived the idea 
of acquiring the corner where his 
new building stands. It remained 
a vacant lot during the years of 
negotiation, but has now become 
an attractive spot on San Fran- 
cisco’s motor row. 

Ingold’s new establishment has 
been characterized by automotive 
men to be a masterpiece of de- 
sign, perfectly laid out to facili- 
tate all operations of a modern 
automobile dealership. Sales and 
service in the new building are 
still regarded as separate entities, 
yet they are so correlated as to 
eliminate waste space and offer a 
maximum in speedy, economical 
business functioning. 

John Ekin Dinwiddie, prize- 
winning architect, was the de- 


Kansas City Sales 
During 1937 Top 
1936 by 500 Cars 


KANSAS CITY.—While the fig- 
ures have not been completely as- 
sembled, figures in the hands of 
the Kansas City Motor Car Deal- 
ers’ Assn., show that approxi- 
mately 19,000 new cars were sold 
by Kansas City dealers in 1937. 
This is an increase of almost 500 
cars over the 1936 figures. 

Figures compiled by the deal- 
ers’ organization show that sales 
held up in good shape until the 
last few weeks of the year. Used 
car sales also were ahead of last 
year until the last few weeks 
when sales dropped sharply. Most 
dealers here report that new car 
sales could have been increased 
at the end of the year had there 
not been a general tightening on 
deals with used cars to trade in. 
Dealers felt that with used cars 
moving slowly it was better to 
lose a few new car sales than to 
allow their stecks of used cars .to 
“pile up.” 

New cars in the hands of deal- 
ers is only normal with sales for 
December being estimated at from 
20 to 25 per cent under last year. 
Used car sales declined about this 
same proportion. 


Monroe Makes New Parts 


Under Harris Patents 


TOLEDO. — Under a contract 
agreement made by the Monroe 
Auto Equipment Co. and the Har- 
ris Products Co., the former will 
manufacture shackle and _ strut 
assemblies under the Harris pat- 
ents. Harris bushings and bear- 
ings are to be used in the new 
products, which will be known as 
Monroe-Harris shackles and Mon- 
roe-Harris struts. 

According to B. D. McIntyre, 
president of Monroe, the new 
move makes it possible to obtain 
complete shackle and strut as- 
semblies ready for installation. 
Units for replacement purposes 
will also be manufactured. The 
Monroe-Harris shackle and strut 
assemblies are the latest additions 
to the 20-year-old Monroe Auto 
Equipment Company’s line of au- 
tomotive products. 


atten- | 
and | 
being | 





signer of the Ingold building. The 
exterior is of granite, ornamental 
bronze, plate glass and 


stone. Extensive use has also 


* 


various | 


been made of glass brick. Rounded | 
corners, free from pillars to hin- | 
der vision, provide unusual oppor- | 
tunity for effective window dis- | 


plays. 


Pinkish buff stone with black | 
granite and statuary bronze dis- | 


tinguishes the exterior trim. A 
bronze marquee over the entrance 
is identical in design both inside 
and outside the building, and is 
illuminated by a single indirect 
unit. 

Inside, the Ingold _ establish- 
ment is designed to display cars 
in a luxurious and effective set- 


ting. Ingold has taken a tip from | 


the jeweler, in presenting his 


product. 


Pillars Are Break 


Windows have been so con- 
structed as to disclose the car 
displayed from bottom of tire to 
the car’s top. Two sets of twin 
pillars inside the showroom are 
the only breaks in the broad 
sweep of the interior. A new 
cantilever design has eliminated 
all other pillars, the remaining 
pair being set on 60-foot centers. 

A double tier of offices at the 
rear of the showroom eliminates 
all hallways and other’ waste 


space. Even the telephone switch- 
board is compactly recessed in a | 


minimum of space. 

Directly 
showroom is a hanging circular 
stairway, running from the re- 
ception desk to a semi-circular 
balcony overlooking the show- 
room. From the balcony, an ad- 
ditional flight of steps takes the 
visitor to the mezzanine level, 
where he may view another dis- 
play of cars. 

Around the corner from the 
front is the service entrance, de- 
signed to handle three cars 
abreast. This doorway has bright- 
ly illuminated display cases built 
into the entrance itself. 

A feature of the service depart- 
ment is the manner in which the 
accounting offices, service and 
pricing offices, and accessory and 
parts store, have been included as 
a part of the service set-up, yet 
have remained identified with the 
showroom as a mezzanine fea- 
ture. This has been possible be- 
cause the Ingold lot is on a grade, 
allowing for two stories at the 
front of the building, and one for 
the service department. 

Has ‘Lab’ Finish 

The repair shop presents a 
laboratory appearance, satin- 
finish monel metal being employed 
for the work benches. The floor 
is also of metallic construction. 

Color has been utilized through- 
out the showroom. Warm browns 
predominate, vertical grain wal- 
nut and mahogany paneling be- 
ing used throughout. The ceiling 
is of metallic bronze. All show- 
room fittings and fixtures are of 
statuary bronze and crystal. 

“We have really made no at- 
tempt to erect an elaborate build- 
ing,” Ingold said. “We _ have 
simply employed materials in un- 
precedented ways. The very sim- 
plicity of our set-up has resulted 
in a striking piece of design. 
There is just one thing carried 
over from the old showroom, my 
motto of years ago: ‘Why Walk?’ 
A huge pair of bronze feet at the 
doorway illustrate this slogan 
graphically.” 

Last year the Ingold organiza- 
tion, which numbers more than 
100 members, sold nearly 1,500 
new Chevrolets and approximate- 
ly 4,000 used cars. The company 
formerly occupied five buildings, 
four of which were eliminated by 
the new structure. 


For news of the men who make 
news in the automotive world, read 
Chris Sinsabaugh’s authoritative 
“Sparks” column. 


in the center of the} 





STANDARD OF BEAUTY, EFFICIENCY is set by the new plant | 
of Ernest Ingold, San Francisco Chevrolet dealer. 


Objective behind 


the design of the building is that the plant be “self-supporting with- 


out the sale of a single new or used car.” 
of the showroom and the company offices in the rear. 


Top photo shows a view 
Second from 


top, parts and accessories department; third from top, a view of 


part of the service section. 


Chicago Pontiac Dealers 
Sponsor ‘Selling’ Contest 


and obtain a free 


CHICAGO.—The Pontiac dealer 
organization operating in Cook 
county, under Community Mo- 
tors, Inc., last week began a con- 
test for boys and girls of grade 
and high school age. 

The “Primary Painter” books 
supplied by National Selling 
Service will be the basis of the 
contest. Boy and girl contestants 
meeting the requirements of the 
contest will be advised by radio, 
literature, window signs and 
word-of-mouth advertising to 
visit their neighborhood Pontiac 
dealer, accompanied by a parent 





Zarndt Heads New Assn. 
Of Car Dealers in Wis. 

MADISON.—Fred Zarndt, Mid- 
dleton Chevrolet dealer, has been 
elected to head the newly formed 
Automobile Dealers’ Assn. of Dane 
County. The association is to co- 


operate with the state banking} 
| by boys or girls in the three age 


commission in the administration 
of the dealers’ licensing law. 

A. J. Haen, Madison Dodge 
dealer, is vice-president, while 
Paul A. Kayser, Madison Ford 
dealer, is secretary-treasurer. Di- 
rectors include the officers named 
and C. R. Langer, Sun Prairie; 
Elver Oscar, Stoughton; B. A. 
Thronson, Cambridge and R. A. 
Hult, Madison. 





or relative, 
copy of the 
Painter. 

Using only the processed water 
colors in this book, each con- 
testant is to color the outline 
drawing of the 1938 Pontiac in 
the folder as best he can. When 
the coloring is finished, the Pri- 
mary Painter is to be returned 
to the dealer from whom it was 
originally obtained. This gives 
the dealer two contacts for every 
folder he hands out. To strengthen 
this factor, the dealer’s imprint 
will appear on the back of the 
Primary Painter along with the 
contest rules, regulations and in- 
structions. 

The contest will run for 60 
days and at the end of that time, 
ull completed folders will be sent 
to one central clearing office for 
handling and judging. Three cash 
prizes will be awarded according 
to the best paintings turned in 


Pontiac Primary 


brackets of six to 10 years, 10 to 
14 years and 14 to 18 years. 


. 7 . 

Receipts at New High 

MADISON, Wis.— Totaling $21,- 
020,674 for the 1937 calendar year, 
gasoline taxes collected were the 
highest in the history of Wisconsin. 
The amount collected in 1936 totaled 
$19,300,309.56. 


© | claiming 
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Wis. Commission 
To Hear Problem 
Of Closed Shop 


KENOSHA, Wis.—The right of 
an AFL union member to work in 
a factory where a CIO union is 
closed shop authority 
| was argued this week before the 
| industrial commission of Wiscon- 
sin in a hearing here. 

Arthur Munson, since 1916 an 
employe here of the Nash Motors 
plant and its predecessor, claimed 
he was “evicted” from his bench 
in the pattern shop on Sept. 20, 
1937, after he had refused to join 
the CIO union. He was already a 
member of the patternmakers’ 
union, he said. 

Five men, one of whom Mun- 
son named as John Milkent, 
president of the United Auto 
Workers forcibly carried him 
from the factory after he had re- 
jected what they said was their 
final ultimatum to join or leave 
the plant. 

Munson testified before the 
commission on a claim for un- 
employment insurance compensa- 
tion. The company’s position, as 
stated by Horace J. Mellum, sec- 
retary of the Nash - Kelvinator 
Corp., was that Munson was not 
discharged or laid off, and that 
work was available for him if he 
wanted to work. Harry Beutlich, 
personnel director, testified that 
| the company could take no defi- 

nite stand in the case in order to 
|assure harmony within the fac- 
tory. 

Ralph E. Howard, a witness for 
Munson, testified that he be- 
longed to the CIO union as well 
as the AFL patternmakers’ union. 
He paid his dollar a month for 
bis CIO membership, he said, as 
“insurance to keep my job.” 





Contrast Signed 
By GM for Huge 
World’s Fair Plot 


NEW YORK.—The General Mo- 
tors Corp. signed a contract Wed- 
nesday for six and seven-eights 
l|acres of space in the New York 
World’s Fair, which is to be held 
in 1939. 
| This is the largest amount of 
| space in the fair taken to date by 
a single exhibitor. Equal to two 
and one-half city blocks, it is one 
| of the largest plots ever taken by 
a private exhibitor at any pre- 
vious exposition. 

Although details of General Mo- 
tors’ exhibit plans were not made 
public, the size of the plot was 
taken to indicate that its display 
will be an outstanding feature of 
the fair. 

The exhibit will occupy a com- 
manding position in the transpor- 
tation zone. It will stand at the 
head of the $60,000,000 central 
mall, which sweeps for a full mile 
past the Trylon and Perisphere. 
The actual size of the corpora- 
tion’s plot, rented at a cost of 
$56,081 is 299,439 square feet. One 
other plot in the fair is larger, 
but it has been taken by a group 
rather than by a single exhibitor. 





‘Reward Insurance’ Hit 
By Kansas City Agents 

KANSAS CITY.—Strong opposi- 
tion to the “Safe Driving Reward 
Plan” of the National Bureau of 
Casualty and Surety Underwriters 
was voiced this week at a special 
meeting of the Casualty and 
Surety Assn. of Kansas City. 

Under the reward plan, drivers 
would receive a 15 per cent rate 
reduction for safe driving. The 
association believes that some 
such plan is desirable but that in 
the present case the plan’s effec- 
tiveness was destroyed by an- 
nouncement that the rates would 
first be advanced. 
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authentic and of value—(ADN 6-10-1933) 


SATURDAY, JANUARY 8, 1938 


GM On Dealer Relations 


NNOUNCEMENT this week by General Motors of the 

formation of a dealers’ relation board to pass on 
grievances which dealers may feel result from some ac- 
tion of the corporation or its executives, in our opinion, 
ranks among the most forward steps taken in the in- 
dustry for some years. No better means can be found to 
keep the family on an even keel than to provide open 
methods for settling disputes within the family itself. 

Under the GM plan dealers will be given an opportunity 
first to present their complaints to the sales manager of 
their division whenever any order or policy in their esti- 
mation importantly prejudices their interest. Upon fail- 
ure to obtain satisfactory adjustment from the sales 
manager the dealer may then present his case to the 
dealers’ relation board which is composed of four ranking 
officers in the corporation. 

Such an appeal automatically stays the execution of the 
executive order to which the dealer objected until a full 
hearing of the case has been held by the board and a de- 
cision rendered. To us it would seem that such procedure 
will insure genuine fair play between divisions and their 
dealers and result in a greater degree of harmony than 
has ever existed in the past. We have held always that 
much of the bickering between factories and dealers was 
due solely to lack of understanding or misunderstanding 
on one side or the other. The new General Motors set-up 
should make such a condition impossible in the future. 


Back to Work 


EVERSING the current trend, Hudson this week an- 

nounces that it will put 6,000 men at work on the 
production of the new low-priced Hudson 112 model. Let 
us hope that this is the swing in the tide that soon. will 
Sweep across the country, washing away ungrounded 
fears and perplexities that have brought current business 
to a low estate. 

Prophets, economists, scholars and business leaders 
seem agreed that the present decline in trade is due al- 
most entirely to lack of confidence. Lack of confidence 
and fear are emotions that are difficult to fathom; an 
elephant shies but a boa swallows a pig. The creak of a 
plank can start a stampede and a few notes of music will 
quiet a panic. 

For this reason, while it is true in the broad picture 
6,000 men returning to work may not make a serious dent 
in the army of unemployed it may prove the note of op- 
timism needed to end the quiet hysteria which has gripped 
the land and dammed up sales. Hudson deserves much for 
the step it has taken. It is an effort worthy of imitation. 


Responsibility 

| hy his address to congress this week, President Roosevelt 

called attention to the responsibility that goes with the 
power that any organization can gain from building up 
great centralized wealth or great forces of workers. It was 
his first direct reference to union responsibility. Never- 
the-less, his point that this country and its people as a 
whole are more important than any corporation or any 
union in the country should not be missed by anyone. 


—A 


With apologies to G.MLS. 


TIME next 
TO 


TALK 


During the 
months the 
state legislatures will 
convene at the various 
state capitals throughout’ the 
union. Heckled, as they no doubt 
will be, by relief demands stimu- 
lated by the current curtailment 
in business, their incentive to dip 
deeply into gasoline tax funds to 
quiet the demands will be greatly 
increased. This has been the ex- 
perience of past times of stress 
and the present similar condition 
is not likely to bring a different 
result. 
* * * ; 

ORIGINALLY GASOLINE taxes 
were intended to provide a pay- 
as-you-go method for financing 
new highways and maintaining 
and improving existing highways. 
Every penny that is diverted 
from this purpose to other pur- 
poses weakens our highway sys- 
tem, delays the improvement and 
consequent increase in values of 
property adjacent to better high- 
ways, deprives workers of the 
employment which new highway 
building and old highway im- 
provement and repair would pro- 
vide and is a direct steal from 
the 30,000,000 car and truck own- 
ers of the nation. 
. + + 


IN HIS MESSAGE to congress 
this week President Roosevelt 
voiced his complete opposition to 
a change in relief methods which 
would substitute a dole for un- 
employed as against an oppor- 
tunity for them to work and earn 
at least a livelihood and retain 
their self-respect. We doubt that 
there are many in this country 
who would quarrel with him on 
this stand. Yet a diversion of 
taxes from road building to a 
dole fund would accomplish the 
same undesirable end with the 
added disadvantage that the 
country as a whole would be de- 
prived of new highways which it 
sorely needs at the present time. 

+ * *” 


ONE CANNOT BE too hard on 
legislators who seek the easy way 
when demands for human relief 
become pressing. Emergencies 
call for emergency methods but 
not for emergency thinking. Only 
sane careful planning will carry 
through one crisis without cre- 
ating another. For this reason 
it is highly important that the 
industry and motorists as a 
whole make a determined effort 
during the next few months to see 
that legislators in the various 
states are on the job and to see 
that none are misled into voting 
for a diversion of gasoline taxes 
on the basis that this readily 
available cash will tide us over a 
temporary bad spot. 

* * * 


STATES that improve their 
highway systems invite an in- 
creased traffic and a correspond- 
ing increase in the exchange of 
goods within their borders. States 
which neglect their highways 
soon become places to avoid and 
their trade dwindles. Trade is 
the life blood of profits and pros- 
perity so no sane community 
would neglect its highways which 
make trade possible on the pre- 
text that it is safeguarding the 
welfare of those in the com- 
munity. We have confidence in 
the intelligence of the average 
local iegissator to understand the 
economic fallacies of tax di- 
version as a relief measure if the 
facts are presented to him con- 
cisely and clearly. We have con- 
fidence in the ability of local 
leaders in this industry to do that 
job if they themselves under- 
stand the urgency of doing it 
now. We urge not only that 
gasoline tax diversion be stopped 
but stopped for all time through 
amendment to _ state constitu- 
tions.—The Callahan. 


few | 
majority of | 
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All Set 


Your listing of the used car 
selling prices is, in the opinion 
of the writer, a swell idea, but 
what is the matter with New 
England? If you had Boston 
prices it would help this neck of 
the woods.—W. H. Loughlin, 
Loughlin Chevrolet Co. New 
Bedford, Mass. 


And Thank You 


We wish to express our appre- 
ciation for the used car selling 
prices shown this week in the 
Automotive Daily News. This is 
going to be a great help to deal- 
ers and is something that we have 
often considered writing you 
about.—Addison F. Sutton, Sutton 
Chevrolet Co., Lexington, Neb. 


Activity 

We notice that in the Auto- 
motive Daily News’ Mid-Week 
Digest, under the heading “Plant 
Activity,” there is no mention 
of the American Bantam Car Co. 
We are, and have been for the 
past month, operating on a five- 
day, 44-hour week. We will ap- 
preciate it very much if you will 
include this information in your 
Mid-Week Digest. 


We are shipping cars steadily 
now, both to export and to do- 
mestic dealers, and are meeting 
with surprisingly good reception. 

If you would like to have us 
send you any photographs of 
plant activity or car shipments, 
we shall be very glad to do so.— 
Whiting Hall, sales department, 
American Bantam Car Co., But- 
ler Pa. 


Used Car Prices 


In your Automotive Daily News 
issue of Jan. 5 on page 4 you have 
listed Used Car Selling Prices by 
makes and districts as they are 
advertised in the various news- 
papers. 

We like this information very 
much and never having seen it 
before in your paper wonder if 
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you are going to continue it and 
if so, how often will you show 
such listing?— Paul Jones, The 
American Security Co. of Indiana, 
Inc. 

EpiTor’s NoTE: Used car adver- 
tised prices listings in major markets 
> Snow but permanent feature in 


Viewpoint 


It occurred to me you would be 


| interested to know that such ap- 


prehension as one encounters in 
Canada with regard to the proxi- 
mate prospect of commerce and 
industry is attributable to the U. 
S. “recession” (the palm, the 
capitoline bays and the laurels go 
to Uncle Sam for an all-time high 
in the mass production of eu- 
phemisms). 

This apprehension, and it is 
neither extensive nor intensive in 
this Dominion, is in part an echo 
of the loud lamentations for 
which the bigger and better wail- 
ing wall of Wall Street serves as 
a titanic sounding board, and in 
part a realization that the reduc- 
tion in consumption of primary 
products by one of Canada’s 
greatest customers will inevitably 
adversely effect Canada. This Do- 
minion, nevertheless, is looking 
forward optimistically to 1938. 

Canada’s recovery has been a 
stable organic one, free of arti- 
ficial stimulations with their 
“morning after” type of reaction- 
ary aftermaths. Hon. Chas. Dun- 
ning, Federal Minister of Finance, 
has stated that had it not been 
for the drought relief, Canada’s 
budget would be balanced during 
the current fiscal year now speed- 
ing towards its close. Federa) 
revenue has established an all- 
time high, despite the curtailment 
of the wheat crop yield of the 
prairie provinces. The value of 
Canada’s agricultural production 
last year was only 10 per cent be- 
low that of 1936—the highest 
since 1930 according to Hon. Jas. 
G. Gardiner, Federal Minister of 
Agriculture.— W. B. Hastings, 
editor, Canadian Motorist, To- 
ronto. 
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There’s your man... 


THE FARMER 


There is no “recession” down on the 
farm. The farmer has more cash than 
he has had for many years — over 
8% billions. Best of all, he has a 
large share of it to spend NOW. And 


in 1938 the farmer is going to buy. 


Tell your story to rural America. Reach 
the man with the money. Concentrate 
on the customer who can buy your 
merchandise NOW. Sell the farmer — 
he is today America’s number one 


customer for both new and used ears. 


FARM JOURNAL 


“THE RURAL SIGNIFICANCE OF THE NEWS" 
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Anti-Diversion Forces Worrying Mass. Legislators 


Hudson Distributors Hear 


Marketing Plans for 112 


(Continued from Page 2) 


the same basic principles of en- 
gineering and offering, each in its 
particular price field, the same 
characteristic advantages.” 
Stuart G. Baits, vice-president 
and assistant general manager, 
spoke on the significance of the 
new model. “Our study showed 
us long ago that in the lowest 
price field there is a place for 
the right car at the right price,” 
stated Baits. “But we had to be 
sure that our offering would fit 
in that place. The first point I 


want to make is that this car is | 


a real Hudson, retaining through- 
out, the characteristics of a Hud- 
son product. It has been de- 


signed to fill a permanent place! 


in our line, and it will continue 
to occupy that place, year after 


| year.” 
“Recognizing that the buyer of | 


a lowest price car is just as big 
as any other person, and perhaps 
has a larger family, we have put 
a body on this car with more leg 


The car is big, and perhaps just 
as important, it looks big, and 
yet it is on the popular 112-inch 
wheelbase of the lowest price 
group. 


ence that you will be gratified at 
the acceleration, hill - climbing, 
and speed of the new job. Econ- 
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ALEMITER 10... 
including 2 hand- 


ae 


NE 8 


a 
operated 


lubricant dispensers with 

meters; gun loader; 1-lb. power gun and 
specialized guns. All yours for a small 
down payment and only 38c a day! 


ALEMITER 30 
a including 
1 high and 2 low 
pressure barrel 
pumps; disap- 
pearing hose (in- 
cluding air and 
water hose); 
desks, drawers, 


HiT 


aa 


PAYABLE 
as 


room and more cushion width. | 


“IT know from my own experi- | 





omy, an important factor in 


| through which the new model had 


price field, is achieved partly 
through lesser weight and partly | 
through the very efficient engine | 
design. This new car of ours has 
been built from the ground up 
with a definite purpose of lasting 
longer and bringing a higher re- 
sale value than any car now 
offered in this price group.” 


Murray Northrup, chief en- 
gineer, told the gathered distribu- | 
tors that plans for a_ lowest 
price car had been under discus- 
sion for a long time. He stated, 
“The new car was designed from 
end to end as a unit by itself.” 


Northrup detailed to the dis- 
tributors the long series of tests | 


been put before announcement. 
He particularly stressed the over- 
sized capacity of all the vital 
parts in this new car, including 
its motor, clutch, transmission 
and rear axle. 





ALL HANDSOMELY FINISHED IN 
MAROON AND CREAM ENAMEL 


ALEMITER 50-S... including 


1 high and 2 low pressure barrel 


pumps; concealed hose (including 
air and water hose) set of specialized guns. 
A small down payment puts it to work 
for you, and it’s paid for at only 


96c a day! 


STE 
ga} 


PAYABLE 
Ltt 8 


and concealed racks for special- 
ized guns at both ends. Yet the 


down payment is small 
monthly payments amount 
only $1.18 a day! 


and 


to 


Prices Slightly Higher West of the Rockies 


ALEMITE 


RBG. U. S. PAT. OFF. 


WORLD’S LARGEST MANUFACTURER OF LUBRICATION PRODUCTS 


~ Enjoy Horace Heidt and his Alemite Brigadiers every Tuesday Evening, N. B. C. 


Coast-to-Coast Network, 9:00 p. m., E. S. T. 


[Phe 


aa 
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ws Petitions Ask Referendum 


On Present Fuel Taxes 


By JIM SULLIVAN 
Staff Correspondent, ADN 
BOSTON.—One of the 


have really begun to function to 


end the diversion of the millions| 


every year to the general fund. 


Gov. Charles F. Hurley has be- 
come worried about it, and at a 
meeting recently, came out openly 
against changing the _ present 
method of taking a share of the 
taxes for the general fund. What 
adds to his worry is the fact that 
there are petitions to put the 


li E f t : : 
gacotine taxes om & referendum, | fees. Motorists fought it on a ref- 


while another one would outlaw 


horse and dog racing. Gov. Hurley 


ALEMITER 20-S... 

including 1 high and 2 low pres- 

sure barrel pumps concealed hose, 

set of specialized guns. Portable cabinet on 
casters. And you can have the complete outfit 
for a small down payment and only 72c¢ a day! 


PHONE, WIRE OR MAIL THE COUPON TODAY! 


Name 


Address 


City 


4 . 
ALEMITE—A Div. of Stewart-Warner Corp'n. 
1878 Diversey Parkway, Chicago, Illinois 

Rush full information about ALEMITERS! 


Dept. A 8 


State ie 


says these measures, if passed, 


| would jump real estate taxes. So 


biggest | 
| legislative battles facing the 1938) 
| legislators in Massachusetts cen- 
ters around automotive taxes. At} 
last a large group of motorists} 





the issue now is out in the open 
clearly. 

This year more than $6,000,000 
was taken from the motor taxes. 
The percentage from racing is a 
couple of millions more. 

It all goes back several years 
when all automobile taxes went 
into the general fund and the leg- 
islature apportioned the money in 
the annual budget. In 1924 the 
first gasoline tax was passed by 
the legislature. It was opposed by 
the motor groups because it was 
an added tax to the registration 


erendum and it was beaten. 
When Alvan T. Fuller, Boston 
Packard dealer, was elected gov- 


|ernor, he held a conference with 
| motorists on the subject. 
| agreed on 
| cutting the registration fees that 


They 


a two-cent tax and 


were $10 to $45 down to $3 to $10. 


| And there was also passed later 
| the highway fund act to prevent 


diversion. 
Several years ago the diversion 


| Started because the state tax was 
| climbing. Not much attention was 


paid to it. Then an extra one-cent 


| tax was passed. It had been gen- 


erally understood when the first 
fuel tax was passed that all motor 
taxes would go on the roads, But 


| the diversion still continued each 


year. 

Finally the motorists decided to 
make a fight. A federation of mo- 
tor groups was organized and its 
representatives have been travel- 
ing through the state telling the 
story of diversion. A referendum 
petition has been started to put 
the question on the ballot next 
year. There has also been filed in 
the legislature by Senator Plun- 
kett a bill to repeal the one-cent 


| gasoline tax. 


This means that when the 1938 
legislature meets its members who 


| are seeking re-election will be put 
| on the spot, since the annual elec- 


tion comes next fall. The automo- 


| bile people have legislative com- 


| mittees representing 


all groups. 
They will attend the hearings at 


| the state house to demand ending 


diversion and to repeal the extra 
tax. 


PRODUCERS 
OF OIL... 


BIG USERS OF NICKEL STEEL 


Producers and refiners of petro- 
leum are as closely akin to the 


| motor industry as any parts pro- 
| ducer and like other members of 
| the automotive family are huge 
| consumers of Nickel alloy steels. 
| Wresting oil from the depths of 





the earth and converting it into 


| useful fuels and lubricants for our 
| automobiles is an exacting task. 


It comprehends great extremes of 


| temperature, high stresses and se- 


vere shocks, coupled with wear 

and corrosion. Yet it is under 

these extraordinarily difficult op- 

erating conditions that Nickel al- 

loy steels are at their best, offer- 

ing the complete solution to the 
special mechani- 
cal problems of 
the industry. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York, N.Y. 
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Kettering Heads Speakers’ List at, SAE Conauve 


Five-Day Annual Meeting 


Opens in Detroit Monday 


| in the fuel 


(Continued from Page 1) 


transportation and maintenance, 
while Dr. Alexander Klemin and 
E. B. Schaeffer, 


L. Martin Co., 
craft and aerodynamic problems 
and developments. 

Monday afternoon J. E. Hale, 
Firestone Tire & Rubber Co., will 
discuss fleet tire problems, while 
G. L. Davies, Washington Insti- 
tute of Technology, and Capt. E. 
G. B. Holloman, Wright Field, will 
talk on aircraft instrument land- 
ing. In the evening E. L. Foss, 
GM _ research laboratories, will 
present junior-student previews 
of progress and demonstrations. 

Tuesday morning Prof. J. T. 
Thompson, Johns Hopkins, will 
discuss legal performance require- 


ments of truck, bus and railcars, | 


while R. P. Lansing, Eclipse Avia- 
tion Corp., A. W. DeChard and T. 
Tognola, Scintilla Magneto Corp., 
will speak on aircraft engine 
studies. 

Further aircraft developments 
and problems will be discussed 
Tuesday afternoon by A. E. Ray- 
mond, Douglas Aircraft Co., 
L. B. Kimball, Fuel Development 
Corp. In the evening, C. A. Har- 
nett, New York Motor Vehicle 
Commissioner, will talk on pas- 
senger car safety. 

Wednesday morning L. W. Child, 
Evans Products Co., will talk mo- 
tor vehicle air conditioning. In 
the afternoon, Dr. E. J. Abbott, 
Physicists Research Co., will out- 
line new techniques in noise re- 
duction. Joseph Geschelin, Detroit 
editor, Automotive Industries, and 
Ralph Upson, consulting engineer, 
will speak on production during 
the evening session. 

E. G. Whitney, National Advis- 


Beardsley Named 


Secretary of GM; 


Power Promoted 


NEW YORK.—Lisle R. Beards- 
ley, assistant secretary, this week 
was named secretary of General 


Motors Corp. to succeed Thomas | 


S. Merrill, who died Dec. 25. 


Beardsley will make his head- | 


quarters in New York. A. F. 
Power, of the legal department, 
who was named assistant secre- 
tary, will maintain an office in 
Detroit. 

Beardsley, who has been with 
GM since 1920, has served as 
secretary of the policy and ad- 
ministration committees of the 


corporation. He also has been as- | 


sistant to J. A. Haskell a vice- 
president. 
Power joined the legal depart- 


ment of GM in New York in 1927. 


Riehle is Sales Head 


Of Smoothare Division 

MILWAUKEE.—The Harnisch- 
feger Corp. announces the ap- 
pointment of Abbott F. Riehle as 
sales manager of its Smootharc 
Welder and Welding Electrode 
division. 

Riehle for 10 years was in 
charge of the sales and manage- 
ment of the Riehle Brothers Test- 
ing Machine Co. of Philadelphia, 
which was later taken over by 
American Machine & Metals, Inc. 
with Riehle continuing in charge 
of sales. 


*Crobalt’ Is Distributed 


y Michigan Tool Co. 
DETROIT.—Announcement has 
been made by Michigan Tool Co. 
of the availability of “Crobalt,” a 
non-ferrous hard metal, for wear- 
resisting purposes. 

“Crobalt” is a cast material 
consisting mainly of cobalt, 
chromium, and tungsten. It may 
be welded or brazed onto soft or 
hard steel, and is said to be 
highly resistant to heat, abrasion, 
and corrosion, including acids. 


New York Uni-| 
versity, and Ivan L. Driggs, Glenn | 
will discuss air-| 


and |} 











| ory Committee for Aeronautics, J. 


R. MacGregor and W. V. Hanley, 
Standard Oil of California, will 
present papers on the diesel en- 
gine Thursday morning. In the 
afternoon M. O. Teetor, Perfect 
Circle Co., 
and M. L. Leidig, 
of Standards, and J. A. Moller, 
Pure Oil Co., will discuss fuels and 
lubricants. 


F. F. Kishline will be _ toast- 


master at the banquet to be held | 
Thursday evening. In addition to} 


Kettering’s address, SAE members 


will hear H. T. Woolson, SAE} 


president, and C. W. Spicer, presi- 
dent elect. 
Friday morning Russell Pyles, 


Dr. O. C. Bridgeman | 
National Bureau | 








Clark Brothers Co., and Harte 
Cook, American Locomotive Co., 
will discuss diesels, while in the 
afternoon sessions further studies 
and lubricant field will 
be presented by J. B. Macauley, 
Chrysler; T. A. Boyd, A. E. 
Becker, and Earl Bartholomew, 
Harold Chalk and Benjamin 
Brewster, Ethyl Gasoline Corp. At 
the evening session Gerald Rass- 
weller and Lloyd Withrow, GM 
research division, will present 
high speed motion pictures of en- 
gine flames correlated with pres- 


| sure cards. 


The Timken Roller Bearing Co. 


| will feature its new fuel injection 


equipment at the convention. 


A cut-away operating model of 
one of the six-cylinder pumps will 
be on display as well as 1, 2, 4 
and 6 cylinder models, with parts 
such as plungers and barrels, noz- 
zles, pintles and other unit pieces. 


INSTALL 


EVANAIR-CONDITIONING 
ON YOUR DEMONSTRATORS 


Fresh air is used to heat and ventilate any make car 


with the 


EVANAIR-CONDITIONER. The 


fresh, 


outside air enters through attractively designed in- 
take louvers on the hood and circulates constantly. 


The EVANAIR-CONDITIONER is installed on the 
engine side of dash, leaving full room for legs and 
feet of front-seat passengers who want to stretch out. 


Pontiae Parts, 


Accessories 


Sales Set a Record Pace 


PONTIAC. 
accessories by Pontiac 
ning at a new record high pace, 
according to the parts and acces- 
sories department of Pontiac 
Motors. 

October parts sales were 65 per 
cent over the same month in 
1936, with 1937 to date running 46 
per cent above 1936, the depart- 
ment states. 

This high October follows the 
best September report on record, 
when parts sales were 41 per cent 
over last year. In August sales 
were 74 per cent over the previ- 
ous year. Accessory sales to date 


Sales of parts and| 
dealers | 
throughout the country are run-| 





this year are 44 per cent above 
1936. 

According to J. H. Otis, Pontiac 
parts and accessories manager, 
these new high marks are direct- 
ly the result of Pontiac buyers 
ordering completely equipped cars 
including radios, heaters, defrost- 
ers, etc. 

Another strong factor in the 
increase in parts and accessories, 
Otis declares, is the adoption by 
most Pontiac dealers of modern 
open parts and accessories dis- 
play Copartmsents. 

ADN’s Almanee, published once a 
year, is considered THE reference 
book wherever automotive informa- 
tion is desired. 


Prospects Ask For Demonstrations! 


The public is eager for conditioned air in automobiles 
—heated fresh air in winter, filtered fresh air in sum- 
mer—offered for the first time in 1938. New car pros- 
pects have heard about it—want to try it out. Install an 


EVANAIR-CONDITIONER 


on your 


demonstrators 


now and notice how demonstrations increase immedi- 


ately—with each demonstration more successful. Pros- 


pects want new cars with EVANAIR-CONDITIONING. 


Stimulate Winter Sales 


Any prospect used to driving a car equipped only with 
an old-fashioned recirculating-type heater is sold im- 
mediately when he drives in a new car with EVANAIR- 
CONDITIONING. In addition to being a stimulant to 
new car sales, the EVANAIR-CONDITIONER is a prof- 
itable accessory item. The EVANAIR is no more costly 
to buy or to install than an ordinary hot water heater. 


Move High-Priced Used Cars 


Dealers have found 


that the. 


installation of an 


EVANAIR-CONDITIONER on a high-priced used car 
results in a quick sale. EVANAIR-CONDITIONING 
may be installed on any make car, old or new. See your 
jobber or write the Evans Products Company for com- 


plete information on the EVANAIR-CONDITIONER. 


EVANS PRODUCTS COMPANY 


Ventilating and Heating Division 


Fullerton at Greenfield e¢ 


DETROIT, MICHIGAN 


How The EVANAIR-CONDITIONER Works 


Arrows trace path of fresh air through EVANAIR- 
CONDITIONER. From intake louvers on hood fresh 
air passes through filter and past baffles, then is 
forced through heating unit and into car interior. In 
cold weather 70-degree temperatures may be main- 
tained in both front and rear seats. 100 to 150 cubic 
feet of air introduced every minute reduces humid- 


ity 


and prevents windshield fogging. 


In warm 


weather heat is shut off by a dash control and the 
EVANAIR brings in unheated, fresh air filtered 
free of dust, dirt and insects. Heat is controlled by 
regulating amount of water passing through heating 
unit—not by regulating blower speed. 
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Program Outlined for Road Builders’ Conclave 
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Safety, Highway Finances 


To Be Aired at Cleveland 


ly News 


Special to Automotive Da 
Highway 


WASHING'ION. 
safety, highway finances, soil 
stabilization and all the other 
problems that vitally concern the 
highway profession and industry 
today are expected to be discussed 
by authorities on each subject 
during the annual convention of 
the American Road _ Builders’ 
Assn. in Cleveland, Jan. 17-21, it 
was announced here this week. 

Col. Willard T. Chevalier, presi- 
dent of the American Road Build- 
ers’ Assn. and vice-president of 
the McGraw-Hill Publishing Co., 
New York, will preside at the 
opening session on Monday after- 
noon. Addresses will be delivered 


by Col. Chevalier, Gov. Martin L. | 


Daveys of Ohio, Mayor Harold H. 
Burton of Cleveland; Thomas H. 


MacDonald, chief, bureau of pub- | 
United States depart- | 
and C. H.| 
American} 


lic roads, 
ment of agriculture; 
Purcell, president, 
Assn. of State Highway Officials. 


H. F. Clemmer, engineer of ma- | 
District of Co-| 


terials and tests, 
lumbia, will preside at the Tues- 
day sessions on stabilization. The 


sessions on safe highways, which | 


will also take place on Tuesday, 
will be presided over by Dr. H. E. 
Tabler, chairman of the Maryland 
state roads commission. 
Will Give Reports 

Reports of problem committees 
will be delivered by their respec- 
tive chairmen: Robert B. Brooks, 
consulting engineer, St. Louis, on 
“Highway Intersections and 
Grade-Crossing Elimination”; M. 
W. Torkelson, director of regional 
planning, Wisconsin state plan- 
ning board, on “Cross - Sections 


and Roadside Development”; Prof. | 


R. A. Moyer, Iowa State College, 
on “Roadway Surfaces — Skid - 
Resistant Qualities”; Michael A. 
Connor, commissioner, department 
of motor vehicles, Hartford, Conn., 
on “Highway Illumination”; 
Harold F. Hammond, traffic en- 
gineer, National Bureau of Casu- 
alty and Surety Underwriters, 
New York, on “Analysis of Ac- 
cident Data”; R. Getty Browning, 
senior locating and claim en- 
gineer, North Carolina state high- 
way and public works commis- 
sion, on “Alignment, Grade and 
Right-of-Way”; O. F. Goetz, state 
highway engineer, Nashville, on 
“Highway Guard Rail”; R. B. 
Traver, Onondaga county super- 
intendent of highways, Syracuse, 
N. Y., on “Treatment of Icy Pave- 


ments,” and Dean S. S. Steinberg, | 
president of the ARBA educa-| 


tional division and dean of the 
college of engineering, University 


of Maryland, on “Public Educa- | 


tion.” Roy W. Crum, director of 
the highway research board, Na- 
tional Research Council, Wash- 
ington, will also speak. 

The highway contractors’ ses- 
sions will also be held on Tues- 


SIGNING THE CONTRACT whereby General Motors Corp. took 


| N. 





William P. McDonald, 
McDonald Con- 
a 


day, with 
president Wm. P 
struction Co., Flushing, 
presiding. Speakers at this ses- 
ion will be James B. Kenney, 
executive secretary Colorado Assn. 
of Highway Contractors, on 
“Mountainous Highway Construc- 
tion Problems,” and A. E. O’Brien, 
secretary Associated Pennsylvania 
Constructors, on ‘‘Economic Limits 


| to Day Labor Work.” 


Presides at Session 

Burr H. Simpson, state highway 
commissioner, Charleston, W. Va., 
will preside at a joint session of 
state highway officials and high- 
way contractors Tuesday after- 
noon. The relationship between 
state highway departments and 
highway-contractor organizations 
will be discussed by Herman 
Watson, associate commissioner 
Georgia state highway board; 
Paul L. Andrews, executive secre- 
tary Georgia Assn. of Highway 
Contractors, Inc.; Murray D. Van 
Wagoner, Michigan state highway 
commissioner, and Floyd E. 
Koontz, secretary Michigan Road 
Builders’ Assn. 

Presiding officer at the Wed- 
nesday morning drainage session 
will be C. A. Hogentogler, senior 
engineer bureau of public roads, 


| United States department of agri- 
|} culture. J. 


A. 
county 


Bromley, Anne 


Arundel road engineer, 


| Annapolis, Md., will preside at the 


Wednesday county highway of- 
ficials’ sessions. Reports will be 
given by L. G. Belknap, engineer- 
manager Oakland county road 
commission, Pontiac, Mich., chair- 
man of the committee on design 
and construction. 

Speakers will be R. B. Traver, 
county superintendent of high- 
ways, Onandaga county, Syracuse, 
Y., on “The Importance of 
Drainage in Low-Cost Road Con- 
struction”; J. F. Seiler, chief en- 
gineer, service bureau, American 
Wood Preservers’ Assn., Chicago; 
Sidney M. Wood, consulting en- 


| gineer, Pine Bluff, Ill, on “Shore | 


and Soil Erosion Control”; Ray- 
mond H. Combs, president Na- 
tional Rural Letter Carriers’ 
Assn., Churchville, N. Y. 
Will Discuss Topics 

Frank J. McDevitt, director 
department of streets and sewers, 
St. Louis, will preside at the 
Wednesday municipal sessions. 
Reports will be delivered by Wil- 
liam H. Cullimore, chairman com- 
mittee on subsurface structures, 
associate engineer, department of 
public works, Baltimore; V. G. 
Iden, chairman committee on 
elevated highways, secretary 
American Institute of Steel Con- 
struction, New York City; J. B. 
Wilson, chairman committee on 
street and highway maintenance, 
chief engineer department of pub- 
lic works, Louisville; H. E. Sted- 
man, member of committee on 


Bendix Sets 4, Regional 


Areas for Service Sales 


,zone manager of the Atlanta 
area to the managership of the 
Southern region. His headquarters 
will be at Atlanta. Charles S. 
Leonard is his successor. 

The Pacific region will be in 
|charge of S. F. Dupree jr., 
formerly manager of the automo- 
tive sales for Bendix Aviation 
Corp., Ltd., Calif. His head- 
quarters will be in Los Angeles. 

D. E. Rice, assistant sales man- 
ager, will have direct super- 
vision over all regional men, 
Holaday announced. 


| traffic, safety engineer, Des 
Moines, Ia.; Walter N. Frickstad, 
chairman committee on federal 
and state road aid to municipali- 
ties, superintendent of streets, 
Oakland, Calif., and George B. 
Sowers, Cleveland. 

Speakers will be Bernard E. 
Gray, chief highway engineer the 
Asphalt Institute, New York, on 
“Asphalt in Modern Street Con- 
struction”; R. W. Gamble, super- 
intendent of street construction 
and repairs, Milwaukee, on “Bi- 
tuminous Macadam—an Economic 
Municipal Pavement”; A. A. An- 
derson, manager highways and 
municipal bureau, Portland Ce- 
ment Assn., Chicago, on “Modern 
Concrete Street Design and Con- 
struction”; George N. Schoon- 
maker, director of public service, 
Toledo, O., on “Modern Brick 
Pavements,” and Dudley M. Diggs, 
special representative General 
Electric Co., Schenectady, N. Y., 
on “Modern Street Lighting.” 


PLEXIGL 


SOUTH BEND, Ind.—Effective 
Jan. 1, the Bendix service sales 
division will be divided into four 
regional areas, Eastern, Central, 
Pacific, and Southern, according 
to O. C. Holaday, sales manager. 

F. H. Kroeger will head the 
Eastern division, promoted from 
his zone managership for Bendix 
products in New York. R. F. 
Davis will succeed Kroeger. 

Samuel V. Harding will man- 
age the Central division. He has | 
been associated for the past} 
seven years in sales promotion 
with the Auburn automobile com- 
pany. His office will be in South 
send. 

Daniel B. Webster has been 
promoted from the post of Bendix 


ADN’s Washington bureau supplies 
readers with all important happen- 
ings in the nation’s capital, affecting 
the automotive and allied industries. 
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This streamlined bus is equipped with a curved 
Plexiglas winastveld and curved Plexiglas top windows. 


r¥NHIS interesting acrylic sheet plastic 

wis Fe on display at Booth 23, Book 
Cadillac Hotel, at the S. A. E. meeting 
from Jaauarv 10th to 14th, and thereafter 
at our Detroit office, 415 Fisher Building. 


ROHM & HAAS COMPANY, INC. 





222 West Washington Square, PHILADELPHIA, PA. 


Detroit Representative «+ W. E. Bis. 7*rs, 415 Fisher Building 


The perfect “tear drop” des’ n of this automobile was made 


osstble through the u: curved Piexiglas wi ield, 
Reg. U. 5. Posont Ofheo poss through the use » a curved glas windshield 
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299,439 square feet of space for New York World’s Fair in 1939. Seated 
are Grover A. Whalen, president of the Fair Corp., and William S. 
Knudsen, GM president. Standing, left to right, James S. Heming- 
way, of World’s Fair counsel; Maurice Mermey, director of exhibits 
and concessions for the Fair; D. O. McGuire, general manager of | 
Argonaut; Paul Garrett, GM director of public relations, and R. H. 


Grant, GM vice-president. 
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January Holds Wide Lead in ADN Show Balloting 


Heavy Winter Carry-Overs 


Are Leading Poll Influence 


(Continued from Page 3) 


Wilcox, Greenfield, 


Mass.” 


Inc., Buick, 


| deals to be made. 
| president, 


Minneapolis 

“Referring to your show ballot, | 
as far as our company is con-| 
cerned, and I think this holds 
true of most of the dealers in the 
Northwest, we do not favor fall 
shows, as in this territory we are 
generally snowed in from No- 
vember to March and regardless 
of how much stimulation we try 
to force on the public, he is still 
thinking that he has two or three 
months of heavy snows and bad 
roads ahead of him. 

“When the first of the year is 
past, he is then looking forward 


HAD eee 


to spring and is in a more recep- 
tive mood, which 


W. R. Stephens 
Buick, Minneapolis.” 


Cedar Rapids, Ia. 


“We have been in the automo-| 


bile retailing business since 1903 
ani have had experience with the 


different times of the year that is| 


the most satisfactory to announce 
new cars. 

“We are convinced that if all 
the manufacturers would decide 
on January as new car announce- 
ment month it would be a much 
better plan than the present way 
the new cars have been an- 


S.. aoa 


January 


nounced, with some of the new 
cars coming out as early as Sep- 
tember, making it necessary for 
the dealer to carry a very heavy 
used car inventory during the 
winter. 

“Tn our state during the winter 


| months, due to bad weather con- 

| ditions, with snow and icy high- 

enables better | 

W.R. eg ing considerable difficulty in sell-| 
o., | 

|Motor Co., 

| Cadillac, Cedar Rapids, Ia.” 


ways, the dealers are experienc- 


R. H. Allen, Allen 
Oldsmobile - Buick - 


ing used cars. 


Syracuse, N.Y. 

“We wish to commend you on 
your poll of dealers, getting senti- 
ment 
should introduce new models and 


suggestion two years 
the show was changed that this 
should be done, and I am glad 
that you have had such a hearty 
response. We are in favor of the 
introduction of new 


Various objects molded from 


this thermoplastic acrylic mold- 


ing material will be on display 


at Booth 


s* 


_s 


» Book Cadillac 


Hotel, at the S. A. E. meeting 


from January 10th to 14th, and 


thereafter at our Detroit office, 


415 Fisher Building. 


* Reg. U.S. Patent Office 


ROHM & HAAS COMPANY, INC. 


222 West Washington Square, PHILADELPHIA, PA. 


Detroit Representative . 


W. E. Biggers, 415 Fisher Building 


| in 
| Christmas and the holidays. When 


as to when manufacturers | 
|a chance to get his used-car in- 


| for automobile shows. I made the} 
ago when| 





| duction Dec. 15; shows first week | 


| in a long time. I am very glad to 


| know of. 


| complish 

| successful. 
| Dodge-Plymouth, Dodge Trucks, 
Washington, Pa.” 


| Newton, Mass. 
| early 
| we 


| whereas, 
| nouncement we have but one. 





models and January shows for 


the following reasons: 


“First, November and Decem- 
ber are naturally dull months in 
the automobile business, due 
largely to so many things inter- 
fering with the thoughts of the 
people—first the holidays and 
then all the publicity on the foot- 
ball season. 

“Second, we think that much of 
the value of the national adver- 
tising during these months is 
lost because people are thinking 
terms of smaller gifts for 


all of this advertising comes in 
January, it gets more front-page 
publicity and it gives the dealer 


ventory down and then he is more 
free to build up his stock during 
the early part of the year as he 
comes into the spring selling 
season. It is true that the-manu- 
facturer cannot build all the cars 
that are normally sold in March, 
April, and May, but the average 
dealer is willing to store cars 
through January and February 
to meet the spring demand. 
“January introductions and| 
shows would necessitate manu- 
facturers getting under way in 
December so as to have samples 
in the hands of the dealers at the} 
time of introduction. We are sure | 
that with the big showing for the| 
January shows that this will be| 
changed in the coming year. 
C. C. Rossell, vice-president, Rus- | 
terholtz & Rossell, Inc., Chrysler- 
Plymouth, Syracuse, N. Y.” 





| found 


| noticeably rushed. When 


| It takes 


11 


on the ’37 models which were in- 
troduced in mid November, this 


| year the date was set ahead to 


latter part of October and, while 
the buyer interest was keen, we 
that the buyers consider 
their ’37 car a current model, that 
the ’86 cars were one year old, 
the ’35, two years old, ete. In 
many cases the buyer had re- 
cently had his car appraised on 
a ’37 clean-up price and considered 
his used car worth as much on a 
’38 model as offered on a ’37, and 
to make matters still worse many 
dealers apparently think the 
same as the buyers. 

“The result of all this build up 
is the dealers have accumulated 
tremendous used car stocks at 
prices much too high for the cur- 
rent market.—C. L. Northway, 
Northway Chevrolet Co., Auburn, 
~: Se 


Chambersburg, Pa. 


“Taking all things into con- 
sideration, I believe the introduc- 
tion of new models and the 
shows should be about the first 
week in January. 

“For the past two years the 
first of the new cars have been 
it be- 
comes necessary to make radical 
changes in the new models such 
as we expect this coming year, 
the buyers of the first two weeks 
production will certainly suffer. 
an abundance ef adver- 


tising and salesmanship to off- 


| set one lemon. To shut off maxi- 
| mum production, change the dies 


| for the radiator grille, then start 


Washington, Pa. 


“T am enclosing your ballot in 
regard to opinion on new model | 
introductions and automobile 
shows. You will note my remarks 
on the bottom of same. (Intro- 


of January). 
“T feel that this is one of the 
finest undertakings of your paper 


know that the poll is showing a 
greater percentage of the dealers 
insisting on this change. In my 
opinion, such a revision in dates 
will do more good for our in- 
dustry than anything else I/| 


“Hoping that your efforts to ac- 
this change will be 
Guy Woodward, | 


“Isn’t it just possible that a good 
many dealers are blaming the 
introduction date of new) 
models for something that is 
their own fault, that is, large al- 
lowances on late model used cars. | 

“With the fall announcement | 
have two selling seasons, | 
with the January an- 


“I think we would be taking a} 
step backwards in abandoning 
the early announcement.—P. E. 
Frost, president, Frost Motors, 
Ine., Cadillac-LaSalle-Oldsmobile, 
Newton, Mass.” 


Auburn, N. Y. 


“We feel that in order to an- 
swer the enclosed ballot (introduc- 
tion Jan. 1; shows Jan. 1) re- 
quires more than can be written | 
on blank lines, hence this letter. | 

“We have had the new models| 





|in advance for two years and,| 
while it seemed to work out well 


| tising the business 


full production on the new models 
all within a week, is one thing 


| but wait until they try changing 


the whole works in that length of 
time. 

“Of course, 
have certainly 
used cars. 

“Manufacturers apparently are 
not aware of the main result of 
the automobile shows. They are 
a very valuable means of adver- 
as a whole, 
and should be put on as such. 
An automobile show is of ques- 
tionable value to any one factory 
over its competitors; it is a joint 
affair for the betterment of total 


fall introductions 
gummed up the 


|; car sales over a period of years. 


“The New York show, as it is 
now, is not much help. It should 
be a show, not an _ exhibition. 
Anything automotive, that is of 
public interest should be shown, 
all the way from the car and 
driver that won the last race, or 
the car that broke a speed record, 
to a newfangled street sweeper. 
All without so much personal ad- 
vertising, for the benefit of the 
whole industry. A first class or- 
chestra is essential and a stage 
show would help. As it is the 
show is entirely too commercial- 
ized.—J. Edwin Collier, stylist and 
consulting engineer, Chambers- 
burg, Pa.” 


Peoria, Ill. 
“Enclosed is show ballot cover- 
ing poll taken this week in the 


| Peoria Dealers Assn. 


“The vote stood seven for Jan- 
uary introduction of models and 
shows, and two for August. 

“This represents about half of 
the car dealers and I have no 
doubt that the other half would 
vote in about the same propor- 
tion.—C. W. Coons, executive sec- 
retary, Peoria Automotive Deal- 
ers’ Assn., Peoria, IIl.” 


yg enemmnnettiin Feo 


FOR OVER TWO YEARS sales promotion manager of Pontiac 
Motors, S. C. Bray, center, was given a rousing send-off this week as 
he left his office at Pontiac to become a Pontiac dealer in Tampa, 
Fla. Bray is receiving a candid camera from Leo Riordan, which 
was the gift of members of the sales promotion staff. 
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Akron Car Sales Outlook 


Gloomy to Dealers’ Assn. 


Special to Automotive Daily News 

AKRON.—Akron dealers en- 
tered the new year with a surplus 
of new and used cars due 
decline in sales the last 


| year was 


in December, as was 


| shown by comparative figures for 


to a} 
three | 


months, according to Harry Ben- | 


nett, secretary, Akron Automobile 
Dealers’ Assn. 

The slackening of business was 
shown in the following figures 
(sales of both used and new cars 
were estimated for the last day 
of 1937): 


New car sales in 
17,127, against 15,432 


1936 totaled 
this year, 


while used car sales in 1936 totaled | 


24,941 against 23,274 this year. 


|than the sales figures would 


The sharpest decline during the | 


the months of 1936 and 
1937: 

New car registrations in 1936 
were 15,613, while new car regis- 


trations in 1937 were 14,982. Used 


first 11 


| car sales in 1936 were 23,407, while 


used sales in 1937 totaled 
22,374. 


The outlook is more depressing 
in- 


car 


dicate, Bennett said. 

In October, November and De- 
cember in 1936 sales were slow 
but still sufficient to keep things 
moving, he said. On the other 


hand, business has been so quiet | 


| with insurance on 





—__—__—< 


the 
with 


the last three months that 
market has been glutted 
used cars, he declared. 

New car sales have lagged as 
dealers have concentrated on 
moving their used car surpluses 
Che surpluses also have had their | 
effect on trade-in values, oemeeed 


said 
| 


‘Insurance Racket’ Hit 
By Tenn. Commissioner | 


NASHVILLE.—New regulations 
designed to eliminate “a racket | 
practiced by some in connection 
financed auto-| 
mobiles,” have just been issued by 
J. M. McCormack, state insurance 
commissioner. 

Under the new set-up, it was 
pointed out, actual policies or cer- 
tificates giving “full information” 
must be issued to purchasers on| 
all fire, theft and collision insur- 
ance covering financed vehicles. 


| thorized 


U. S. Road Grants for 1938 Allocated to States 


However, Projects to Hinge 


On Action by Congress 


pecial to Automotive Daily News 

WASHINGTON. — Secretary of 
Agriculture Henry A. Wallace, 
last week, allocated to the states 
and territories the amounts au- 
to be appropriated for 
federal aid highways and grade 
crossing eliminations for the fis- 
cal year 1939. The Federad high- 
way act requires that the allot- 
ments be made prior to Jan. 1 of 
each year. 

In making the allotments the 
secretary addressed a letter to 
the governor of each state re- 
questing that no projects be sub- 
mitted for his approval under 
these allotments until the con- 
gress has had time to consider 
further the request of the Presi- 


aol 


@ Precision is the Auto-Lite watchword—from 
designing by experienced Auto-Lite engineers, 
to manufacturing at 23 Auto-Lite factories. A 
majority of car manufacturers choose one or 
more Auto-Lite products—for dependability 
tg through 26 years. 

he Electric Auto-Lite Company, Toledo, Ohio. 


HUDSON uses Auto- 


Lite Starting, Lighting 
and Ignition on its 


great new car! 


Auto-Lite 


Slartling, lighting €lgnition 


= 


Or 
jens SERVICE| 


} Ariz 


| Miss. 





| cial 
| proportion to their use of the 





dent that the authorizations for 
1939 be canceled. 

Following are 
ments: 


the apportion- 


Secondary Elimination 
or Feeder of Grade 
Roads Crossings 
520,033 $ 986,449 
7,197 315,619 
26,558 865,366 
,054 ,825,553 
785 54,357 632,565 
7,193 417,706 
875 243,750 
33,899 692,981 
30,970 -194,288 
636 404,755 
9,055 2,579,163 
2,636 270,383 
185 362,859 
636 271,424 
814 894,871 
238 777,845 
872 338,735 
3,689 506,840 
5,193 ,021,971 
756,833 ,620,378 
30,544 ,313,891 
39,385 777,444 
54,986 ,496,333 
689 653,267 
5,823 871,454 
034 243,750 
21,875 243,750 
332,408 972,568 
3,177 635 419,200 
5,009 r 002 3,345,530 
9,413 583,883 1,242,912 
9,847 776,153 
517,858 903, 2,087,464 


Regular 
Federal 
Aid 
2,600,165 $ 
785,984 
32,790 


State 
Ala 


Ark 
Calif. 
Colo. 
Conn i 
Del. 309,375 
Fla 369,497 
Ga. ,850 
Idaho 178 
Il 3 
Ind 

lowa 

Kan 

Ky 

La 

Me 

Md 

Mass 

Mich. 

Minn 


35,268 


5,963 


5 
334,242 
5, 866 
523,268 
57,548 
32,160 
21,875 
3,975 
,268 
585 
5,067 


972 


321,103 
243,750 
935,084 
750,582 
652,386 
, 220,638 
331,769 
243,750 
243,750 
360,341 


Vt 

Va 
Wash 
Ww Va 
Wis 
Wwy« 

D. of ¢ 
Hawaii 
P. Rico 


21,875 
11,875 


$121,875,000 $24,375,000 $48,750,000 


Total 


House Bill Okays 
U. S. Road Aid 


Special to Automotive Daily News 
WASHINGTON.—-A definite step 
toward continuation of federal- 
aid for the nation’s highways was 
taken here this week when Chair- 


man Cartwright, of the House 
road committee, introduced a bill 
authorizing the appropriation of 
necessary funds. In doing so he 
stated that he is a strong advo- 
cate of ecenomy but that roads 
should not -be made the “goat” in 
the reductions. 

The bill authorizes $125,000,000 
for primary roads for the fiscal 
years 1940 and 1941, “about equal 
to the cost of two battleships.” 
Similarly $50,000,000 for each year 
is provided for grade crossing 
elimination and $25,000,000 a year 
for secondary or feeder roads. 
For the first time the District of 


| Columbia is included in the pro- 
| posed allotments. 


“Users of the highways pay spe- 
taxes,” said Cartwright, “in 
roads, which bring more than 
$300,000,000 a year into the federal 
treasury. The federal government 
can considerably increase its ex- 
penditures for roads and still not 
draw on its general tax funds, as 
the motoring public pays the en- 
tire bill in special taxes. The con- 
gress has declared that such taxes 
are unfair and unjust unless used 
for the improvement of roads. If 
road expenditures are reduced the 
special taxes on road users should 
likewise be reduced. Are we going 
to let the motorist down?” 


421 Miles Completed 


RICHMOND, Va. (UTPS).—Ap- 
proximately 421 miles of primary 
system roads were completed by the 
Virginia highway department dur- 
ing 1937. In addition, 32 bridges 
over 20 feet in length were con- 
structed, and 37 railroad structures 
and approaches were completed. 
Work on approximately 245 miles of 
primary roads was in progress when 
the year opened. 


C. J. Alexander, ADN’s Wall Street 
correspondent, weekly presents an 
accurate analysis of the Street’s 
automotive perspective. 
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Car Industry Near Top 3 in U.S. _Wage-Hour Study 


Automotive Work Week 
Averages 37.5 Hours 


Special to Automotive Daily News 

WASHINGTON. —An analysis 
of hours of work and earnings in 
manufacturing industries for Oc- 
tober, 1937, by the bureau of 
labor statistics of the U. S. de- 
partment of labor indicates clearly 
the favorable position of the 
worker in the automotive industry 
as compared with many other 
lines. 

According to the bureau’s find- 
ings, employment in manufactur- 
ing industries as a whole averaged 
about 37% hours a week with 


Hu Adopts 
Conditioned Air 
As Optional Unit 


DETROIT.—A conditioned air 
unit as optional equipment for 
all Hupmobile models has been 
announced by W. A. MacDonald, 
director of sales, Hupp Motor 
Car Corp. Factory installations 
began last week and dealers’ or- 
ders for cars with the unit in- 
stalled are now being filled, ac- 
cording to MacDonald. 

“The system we are using,” 
said MacDonald, “is the Evanair- 
Conditioner, which has _ under- 
gone exhaustive tests in our 
engineering department for near- 
ly a year. When it was recently 
put in production we adopted it 
immediately and Hupmobile be- 
came the first 1938 car to have 
this effective system for bringing 
heated, filtered, de - humidified, 
fresh air into the car’s interior. 
It introduces from 100 to 150 
cubic feet of fresh air every min- 
ute at average speeds. The air is 
kept constantly circulating and 
is expelled through any slightly 
opened window. Since the system 
builds up an air pressure inside 
the car greater than the pressure 
outside, no drafts can enter the 
car. 

“One of the most important 
advantages of the Evanair-Con- 
ditioner for winter driving,” con- 
tinued MacDonald, “is that in 
addition to circulating warm, 
fresh air throughout both front 
and back seats, it reduces the 
moisture content of the air in 
the car and thereby keeps wind- 
shields from fogging. This valu- 
able safety feature is also useful 
for driving on rainy days. In 
summer the heating unit is shut 
off but the rest of the system con- 
tinues to function to bring in 
fresh air filtered free of dust, 
dirt and insects. 

“The cost of the Evanair- 
Conditioner, installed on the new 
Hupmobile, is only slightly higher 
than that of an ordinary hot 
water heater and the demand for 
cars equipped with the system 
has already given additional im- 
petus to Hupmobile sales,” Mac- 
Donald concluded. 


Graham Admanager Off 


For Southwestern Trip 
DETROIT. — Following a trip 
through the east two weeks ago, 
Storrs J. Case, advertising man- 
ager for Graham has again packed 
his bag and left for a swing 
through the southwestern terri- 
tory, with stops scheduled at Dal- 
las, Fort Worth, New Orleans and 
way points. 

He will return to Detroit in 
about two weeks to look at his 
mail and then take off once more 
in the direction of Florida. “Only 
by talking with dealers on their 
home grounds, and having a per- 
sonal knowledge of the peculiari- 
ties of each locality, is it possible 
to make advertising and sales 
promotion hit the mark,” said 
Case. 


Chris Sinsabaugh’s sparkling 
“Sparks” column is read by. the 
“wide-awake” in the industry. 





average hourly earnings of 66% 
cents. 

In the automotive 
weekly hours hit the national 
average of exactly 37.5, com- 
pared with 35.5 in blast furnaces 
and rolling mills and 40.5 in 
foundries and machine shops. 
Hourly earnings in the automo- 
tive industry were the highest of 
any; namely, 91.5 cents, compared 
with 83.5 cents in blast furnaces, 
the next highest. 


The national average of weekly 
earnings of factory workers in 
October was $25.40. For that 
period, workers in the automo- 
tive industry were earning $34.05 
a week, the official statistical 
survey reveals. 

The study also 


industry, 


shows. that 





earnings in October were higher 
than those of September, 1937, 
and October, 1936. 


3 W ail 7 rm Get 


Watches for Service 
DETROIT.—For developing and 
perfecting methods to further 
production efficiency, three em- 
ployes of Gar Wood Industries, 
Inc., J. P. Connors, W. E. Rich- 
ardson and James Flucker, have 
been awarded gold wrist watches 
by the company. 

C. W. Wood, manager of the 
Highland Park plant of the cor- 
poration, who presented the 
watches, said that such awards 
would be made yearly. 


“A Word in Edgewise,” a regular 
feature by George M. Slocum, offers 
a unique viewpoint from the motor 
world. 





Loutsciite Dealers Ready 


For Annual Car Showing 


LOUISVILLE.—Louisville’s 


automobile dealers will hold their 
annual showing of new cars the 
week of Jan. 17-22, at the Jeffer- 
son County Armory, under the 
auspices of the Automobile Trade 
Assn., according to J. Rumsey 
Weir, president. 

Arrangements for the exhibit 
are in the hands of a committee 
headed by C. L. Alderson, of the 
Standard Auto Co. and J. C. 
Theobald, of the Leyman Motor 
Co., and Ralph Grooms, of the 
Louisville Motors, Inec., ussoci- 
ates. 

In addition to the exhibits of 
12 accessories manufacturers and 
dealers, 20 makes of automobiles 


will be on display, as follows: 
Buick, Cadillac, Chevrolet, Chrys- 
ler, De Soto, Dodge, Ford, Hud- 
son, LaFayette, LaSalle, Lincoln, 
Lincoln-Zephyr, Nash, Oldsmobile, 
Packard, Pontiac, Plymouth, 
Studebaker, Terraplane and 
Willys. Coupes, sedans, coaches 
and limousines will be shown. 

For the first time in the his- 
tory of the show, visitors will be 
able to take, free of charge, a 
highway safety test, including 
steering, speed estimation, reac- 
tion-time and glare. These tests 
will be in charge of the Louis- 
ville Safety Council and _ the 
traffic bureau of the police de- 
partment. 


TO MAKE THIS A MOHAIR VELVET YEAR! 


EVERY NEW YEAR sees an increasing number of Mohair Velvet uphol- 


stered cars. Wise dealers ‘‘push” this beautiful, serviceable fabric—to 


insure their customer’s complete satisfaction. It also reduces recondi- 


tioning costs to a minimum. 


When new or used cars have Velmo Mohair Velvet, you can tell your 


prospect how well the fabric is engineered for travel service. Its ventilated 


back means cushioned comfort at all times. Its surface means non-slip 


seating that’s safer on curves, kind to clothes, easy to clean... 


ally worth more at the trade-in. 


car that has it, you sell yourself a mext-time customer as well! 


VELITO 


VENTILATED 


MOHAIR 


VEGitve ft 


and gener- 


Mohair Velvet adds beauty and luxury to any car. Every time you sella 


HASE lL. C. CHASE & COMPANY, 295 Fifth Avenue, at 31st Street, New York City 
Selling Division of Goodall-Sanford Industries 
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Parkers Reealled | 


dson Drive on Slump} 
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WAS ANY OTHER NEW CAR 
EVER GREETED LIKE THIS? 


* Page 1 headlines clear across the country! 


Toe me, | < ; Feature news broadcasts by the three leading national radio 
= i ~~. : o% “ ; 
commentators, plus news announcements over scores of 


es he 
- co , local stations! 
} 1/1 1 llio | Over 2000 dealer inquiries within 48 hours! 
Immediate endorsement by business leaders and labor 


leaders! 


* Favorable comment direct from the White House! 
) aw These things give you an idea of the tremendous interest 
A aroused by first news of the new lowest priced car ... the 


f new Hudson 112. 


teas ~ ay y Mia ne hs . : . . 
So? 44 ay With its companion cars . .. Hudson Terraplane, Hudson Six 


a “ Nene ie err TARE = "V4 = and Hudson Eight... it makes the Hudson dealer organization 
io’, = the first in the entire industry to enjoy complete coverage of 


; >U Lo AR = 

every important price field with a single line of cars. 

Write for open territory information 

| * HUDSON MOTOR CAR COMPANY, Detroit, Michigan 
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Cheering News Noted in Used, New Car Markets 


Keener Interest Displayed 
After Lull During Holidays 


DETROIT.—Cheering news 
from most sections of the coun- 
try is included in ADN’s survey 
of major markets this week. 
While ADN correspondents in 
several territories report con- 
ditions unchanged in the used 
car and new car fields, a definite 
note of optimism is discernable 
almost everywhere. 


Keener interest in 1938 models | 


is being displayed than during the 
holiday lull and, while em- 
ployment conditions in some 
cities are somewhat adverse, there 
is a general feeling among deal- 
ers that better times lie not too 
far in the distant future. 

Following are comments ob- 
tained by ADN correspondents in 
various markets: 


New York 
By Gene McCoy 
Staff Correspondent, ADN 

NEW YORK.—Automobile deal- 
ers here are beginning to notice 
more activity after the holiday 
season lull, and sales have started 
to pick up. Cars in the medium 
and higher-price brackets are 
selling faster than those in the 
low-priced group and this also 
applies to used cars. 
tions of the city certain medium- 
priced cars have out-sold the low- 
price three. 

The used car situation has not 


In some sec- | 


| caused 





shown any improvement over the 
past two weeks, Stocks are still 
mounting and, since quite a num- 
ber of the new car sales are for 
spring delivery, the used car 
taken in trade has to be added to 


| the dealer’s inventory without the 


benefit of a new car delivery. 

Hudson’s new low-priced car 
much discussion in New 
York and the announcement story 
broke the front page of most of 
the metropolitan dailies. It re- 
ceived much favorable comment 
because of the number of addi- 
tional men to be employed and 
the expansion program it out- 
lined. 

On the whole, the New York 
retail picture is not overly bright 
at the present moment, but with 
the spring selling season getting 
closer each week many feel that 
the bottom has been reached and 


anticipate a turn for the better | 


within the next few weeks. 


Seattle 
By D. M. Trepp 
Staff Correspondent, ADN 

SEATTLE.—Some cheering 
news comes as the new year 
opens, although sales are showing 
little change from recent weeks. 
There is keener public interest, 
especially in the new models, than 


| during the holidays. 


Cheering news is 


>— 





in prospect | 


from the national housing pro- 


gram and in development at Cou-| 
lee Dam. The latter will aid east- | 


ern Washington and Spokane 
areas more than the Seattle area, 
but figures to help the entire state. 

Dealers are buckling up their 
belts and looking hopefully for- 
ward to developments of the com- 
ing weeks. Used car stocks re- 


main about the same, with a ten-| 


dency to build up. 


Akron 
By A. Lawrence James 
Staff Correspondent, ADN 
AKRON. — New and used car 
sales here continue at low ebb, 


with used car inventories remain- | 


ing about stationary in unit vol- 
ume but showing a downward 


trend in dollar value. Some makes | es . 
| ployment in industries as a whole 


have taken a fall of as much as 
$100 in the last month. 


Dealers operating in the medium | 


and high priced new car groups 
report highest used car sales in 
the ’36 and ’35 models, yet para- 
doxically, their stock of these 
years remains high and a dearth 
of cars in the $250 to $300 group 
is being experienced. 

Stocks of ’37 models remain low 
and are getting lower generally. 

General employment throughout 
the city is about the same with 
some trend downward. Despite 
this, however, one local bank re- 
ports a $200,000 increase in de- 
posits, and after-Christmas sales 
at the retail stores also showed an 
almost unprecedented amount of 
cash sales. 


ANNOUNCING . 
AU-TO BED 


A big, genuine, full-length, comfortable, 
spring 


luxurious, 


level, 
and mattress bed for auto 


travelers who desire home sleeping comfort, 
minus pocketbook embarrassment. 


AU-TO BED Is a Sensation 


It is the greatest single sales promotion feature 
ever offered to the automotive trade. Purchase 


one today. 
room 
sales will 
newness. 

used cars. 


Place it in a car 
and watch 
amaze you. 
Order now. 


in your show 
it attract the crowds. Its 
Take advantage of its 
Au-To Bed helps sell 


Adjustable to fit most all cars with a built- 
in trunk. A sagless spring that fits in back 
of the front seat to the board over the spare 
tire, with a high grade felt mattress covering 
spring and board—giving you a level bed. 


Upper left—AU-TO BED ready for sleep- 


ing. Notice roo 


$97" 


PRICE COMPLETE WITH SPRING 
AND FELT MATTRESS 


A REAR VIEW 
sleepers comfortable leg room. 
can be locked or left open without interfering with sleeping 


AU-TO BED gives 


room. 


AU-TO BED 


upper portion of the trunk, 
of the trunk to be used for spare tire 


m on top and under bed. 


use folds compactly in the 
allowing the bottom portion 
and other storage. 


LIBERAL DISCOUNTS FOR 
DISTRIBUTORS AND DEALERS 


TOURIST EQUIPMENT CO. 


Trunk door 


Creator of 


AU-TO BED 


161 W. Wisconsin Ave. 


Milwaukee, Wis. 








New Orleans 
By Gordon Hebert 
Staff Correspondent, ADN 
NEW ORLEANS, La.—A sud- 
den spurt in new car sales is re- 
ported by dealers of the New Or- 
leans area as the old year came 
to a close. All deluxe models of 
used cars are selling at a faster 
clip since the middle of December 
with dealers reporting better cash 
transactions. 


The betterment is attributed to 
widespread bonus payouts by 
larger firms of the community, 
the payoff of over $5,000,000 in 
“frozen” accounts by three liqui- 
dating banks of the city and de- 
sire to use Christmas as an ap- 
propriate time for purchasing. 


There is a trend to reduce em- 


as lumber mills and other larger 
payroll payers shut down for the 
holidays for a longer period than 
usual. A large number of busi- 
ness houses paid bonuses ranging 
from a half-week to a full month’s 
salary to escape undistributed 
profit taxation. 

Prospects for larger lumber 
sales, continued expansion of the 
rapidly growing petroleum in- 
dustry of the Gulf area and sup- 
port of the government of cotton 
in face of the record-breaking 
production this season of nearly 
19,000,000 bales, combine to make 
the potential demand for automo- 
biles and trucks better during the 
first quarter of the new year. 


Milwaukee 
Special to Automotive Daily News 
MILWAUKEE.—tThere has been 
very little improvement in new 
and used car sales here during the 
past week. Reports from country 
dealers indicate that repossessions, 
confined largely before to major 
cities, are now being felt in the 
smaller communities as_ well, 
thereby working a hardship on 
the used car market. Various 
dealers are being advised, accord- 
ing to reports, to forget about 
stocking more new cars and con- 


| centrate upon moving their used 
| car stock. The few used cars that 


are moving are for the most part 


| later models. 


Salt Lake City 


By Fred L. W. Bennett 
Staff Correspondent, ADN 


SALT LAKE CITY. - 


| bile dealers here are inclined to 


be pessimistic. Unemployment is 
increasing, though not 
but more than seasonal. Automo- 


tive repair departments continue | 
| to lay off some mechanics. 


A number of dealers declare 
that in used cars, stocks of which 
are piling up at a rather alarm- 
ing rate, the models giving the 
most trouble now are those of 
1936 and 1937. Moving best are 
those of ’33 to ’35, inclusive. 

Stocks of new cars just now 
are about normal for the season. 
There is a lot of sales resistance, 
even for the first week in Jan- 
uary. 


Denver 
By Ira R. Alexander 
Staff Correspondent, ADN 


DENVER. —New car sales in 


| Denver during the holiday season 


recorded slight increase. Denver 
has suffered less from the current 
recession than any other city of 


GENERAL 
and SALES 


- Automo- | ; : 
| quiet period which has lasted for 


rapidly, | * . , 
| ing itself felt with the upturn of 


the first-class, according to re- 
ports from Denver business men. 
Collections remain firm in the 
face of some payroll declines in 
the district. 

W. E. Holler, vice-president and 
general sales manager of the 
Chevrolet Motor division of Gen- 
eral Motors when in Denver re- 
cently to confer with A. W. Famu- 
lar, Denver zone manager and D. 
B. Keefe, city manager, declared 
that Chevrolet sales in Denver 
last month indicate this city is 
among the most prosperous in the 
country. 

The sale of new and used cars 
in Weld county, according to re- 
ports from Greeley, Colo., are that 
last year surpassed 1936. During 
the year the sale of new passenger 
automobiles in the county passed 
the 1,500 mark with nearly 600 
of them sold in Greeley and the 
area within a 10-mile radius. Sales 
of new trucks and commercial au- 
tomobiles reached 600. 

State gasoline tax collections 
totaled $690,170.32 for December, 
bringing the total for 1937 to $8,- 
659,028.50. 

Sale of used cars is showing an 
increase due to the intensive sales 
efforts being put into operation 
in this district by automobile 
agencies. 


Dallas 
By J. A. Webb 
Staff Correspondent, ADN 

DALLAS, Tex.—New cars: 
stocks are normal and although 
sales have dropped, the business 
outlook is bright. 

Used cars: stocks are heavy 
and prices cut in year-end efforts 


| to liquidate; big cars are draggy, 


with the business outlook not so 
good. All lines of trade are slowed 
up for inventory period. Employ- 
ment and payrolls have been 
slightly reduced. 


Philadelphia 
By Gladys Sanville 
Staff Correspondent, ADN 
PHILADELPHIA. —New and 
used car sales remain virtually 
unchanged over the position of a 
week ago, but there is a better 
feeling around among some deal- 
ers who see improved conditions 
ahead. This optimistic feeling 
prevails more among new than 
used car dealers, as the latter 
have had an unusually dull and 


seven or eight weeks, with only a 
slight improvement, if any, mak- 


general business conditions. Used 
car prices are said to be at a new 
ow and despite some very ad- 
vantageous bargain offerings, 
there still appear to be few 
takers. 

Used car inventories are about 
on a level with last week, and 
quite a bit higher than for the 





same period a year ago. Stocks 
of new cars in some dealers’ 
hands compare favorably with 
those of last year, while others 
report they are higher, not so 
much because of the consumer 
buying trend, but because trade- 
ins are piling up and they can no 
longer make advantageous offers 
to new car prospects until some 
method of unloading late-model 
trade-ins has been found. 


Used cars moving best are 32’s, 
33’s and 34’s; cars which can be 
bought for between $250 and $350. 


MANAGER 
MANAGER 


Seasoned man with diversified ability and extensive experi- 
ence in wholesale and retail automobile merchandising 


desires affiliation witih distributor or large dealer. 
recommendations covering performance 


references and 


record. Available for immediate interview. 


Best of 
Box 142, 527 


New Center Bldg., Automotive Daily News, Detroit. 
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General Motors Forms Dealer Relations: Board 


IF wre ‘Obers Doiskers ‘Plant 


|in those clauses of the contracts | 
| dealing with model liquidation at 


Contract C hanges Ettected 


To Give Greater Protection 


| that 


(Continued from Page 1) 


to refuse to hear minor cases 
which in its judgment do not im- 
portantly affect the dealer and 
the hearing of which would waste 
the time of the board, which 
should be given to more serious 
cases. When a dealer has raised 
any question, which may prop- 
erly come before the board, the 
raising of the question shall act 
as an executive stay until such 
time as the case has been com- 
pletely disposed of by the board. 


Any dealer bringing a case be- 
fore the board can do so without 
any direct cost to himself. The 
corporation will pay such ex- 
penses, regardless of whether the 
decision ultimately is in favor of 
the dealer or the corporation. 


Through the creation of this 
new board it is hoped that better 
understanding can be effected be- 
tween the corporation and its 
20,000 dealers, and that a method 
for peacefully and effectively end- 
ing any disputes which may 
arise, will be provided. Dealers 
are asked to recognize that they 
have a responsibility in this re- 
gard and that the board cannot 
be used merely as a medium for 
bickering about unimportant 
actions. 

Changes in the contract for 
1938 provide increased protection 
for the dealer as, for instance, in 


Valpey Studies 
Pacific Markets 


DETROIT.—For the third time 
since automobile shows closed, a 
Graham executive is touring the 
principal dis- 
tributing points 
of the Pacific 
coast to feel the 
pulse of the “all 
year” market 
and gather in- 
formation which 
will be valuable 
in guiding fac- 
tory production 
plans for the 
spring months. 

This time the 
traveler is F. R. 
Valpey, vice-president and general 
sales manager, who flew to San 
Francisco where he was met by 
Del N. Larson, western sales man- 
ager. Prior to Valpey’s departure, 
both Robert C. Graham and Har- 
old Neely, chief design engineer 
of the company, had made trips 
to the Pacific. 

Valpey timed his trip so that he 
could be on hand for the annual 
revival of the Gilmore Yosemite 
economy run, scheduled for Jan. 
13. Graham cars won the sweep- 
stakes prizes in both the 1936 and 
1937 Yosemite runs, establishing 
a record. The same make of car 
has previously won more than one 
Yosemite run, but not in consecu- 
tive years. 


F. R. Valpey 


600 Service Schools 
Being Held by Pontiac 


PONTIAC. — More than 600 
training schools for Pontiac deal- 
ers’ service men are being held 
throughout the country under the 
direction of the Pontiac Motors 
zone personnel, L. K. Marshall, 
service manager, reports. 

The schools are designed to 
thoroughly train service men in 
changes incorporated in the new 
1938 models and to familiarize 


them with the factory recom-| 


mended service procedure. Pre- 
vious to the opening of the 
schools, all Pontiac field service 
men were given extensive 1938 
model training at the factory. 


ADN’s Almanac, published once a 
year, is considered THE reference 
book wherever automotive informa- 
tion is desired. 








cases where closed territories are 
part of the contract the corpora- 


| tion has assumed the responsi- 


bility of seeing to it that such 


dealer’s rights are protected. The | 
new contract also provides a pen- | 


alty procedure against bootleg- 
ging and there have been im- 
portant changes in the clauses 
covering minimum _§ stocks. A 
definite procedure is now estab- 
lished for each division in this 
regard. 

Stocks are to be adjusted on a 
quarterly basis, which permits re- 
vision in accordance with retail 
trend and readjustment in model 
distribution. 

Changes also have been effected 





the close of a model year should | 


dealer stock prove excessive at 
time. Provision is 
also for the return of excess ac- 
cessories under. certain 
ditions. 

In calling these changes to the 
attention of dealers, Sloan de- 
clared that there has been a 
general reconstruction of 
tractural relations, all 
of the dealer. 
would appreciate having all deal- 
ers study the new contract care- 
fully and will welcome _ sug- 
gestions from them on how it 
may be further improved. 

The new dealer relations board 
will consist of Sloan, chairman; 
W. S. Knudsen, president; 
Thomas Smith, attorney; 
Donaldson Brown, 
finance committee. 


and 





Put it 


Uniform physical properties of L 


up to 


made | 


con- | 


con- | 
in behalf 
He added that he} 


John | 


chairman of} 


DEARBORN. Brake-testing | 
| equipment of the same type used 
|in Ford factories and assembly 
plants is being made available to 
Ford, Lincoln and Lincoln-Zephyr 
dealers throughout the United 
States, 
nounces. 

All Ford cars and trucks and 
| L 4incoln and Lincoln-Zephyr cars 


| are checked on a battery of dyna- | 


| mometer- -type brake testers be- 
fore leaving the factory. Cars or 


trucks are run onto special rollers 
rollers | 


revolve, the resistance applied by | 


| and the brakes set. As the 


each of the four-wheel brakes is 
registered on dials, enabling the 


adjustments to be made to dis-| 


the Ford Motor Co. an-| 


Equipment tor Brake Tests 


| tribute the braking pressure prop- 
erly. 

The success of this equipment 
in Ford factories led to the pres- 
ent program of making it avail- 
able to dealers. 

The brake tester enables ac- 
curate adjustments to be made 
quickly and in much less time 
than by methods formerly used. 


Fees Set Record 

MADISON, Wis.— Motor vehicle 
registration fees in Wisconsin for 
1937 reached an all-time high with 
$12,990,000 being collected, according 
to the annual report of the secretary 
of state. Figures showed a registra- 
| tion of 725,000 automobiles, motor- 
| cycles and buses, and 150,000 trucks 
and trailers. 





“S LEEL” 


To help solve 


your 


Automobile Sheet Problems 


}°$°S 


Sheets result in a high percentage of per- 
fect stampings and less waste. 


Gasoline tanks are fabricated from U -S°S 
Ternes because they are easier to form, 
easy to solder and resist corrosion. 


TRANGE 


as 


metallurgical service. 


it may 

largest automobile manufacturers 
with the most complete research de- 
partments have been the ones to make 
the greatest use of our consulting 
Much 
progress in steel making has resulted 
from automobile designers demanding 


Deep Draws. reauiring a high percentage of elongation like this one-piece top, are made possible 
by stronger, more ductile U-S:S Automobile Sheets. 


seem, the 


and getting them 


ings or imperfect 


of the 


paint... 


smoother, wider, more ductile sheets— 


If your production costs are high 
because of too many wasted stamp- 


a tougher steel... 
a better finish with fewer coats of 
come to us with your prob- 


as a matter of course. 


draws—if you need is 


or one that will take 


lem. We manufacture a complete line 
of sheets for automotive use and many 
specialties for particular conditions. 
Steel for U:S:S Automobile Sheets 

scientifically 
every sheet and every shipment is 
uniform and will give the same results 
in your presses. 


controlled so that 


U-S°S AUTOMOBILE SHEETS 


CARNEGIE-ILLINOIS STEEL CORPORATION 
Pittsburgh and Chicago 


OS) 


Columbia Steel Company, San Francisco, Pacific Coast Distributors 


OR Fe Gad Be is ear ed Hi ae Be Or od ie Dae 


United States Steel Products Company, New York, Export Distributors 
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Knudsen: Tells::Sénate 
He Sees Spring Upturn 


from Page 1) 


(Continued 


was the biggest handicap to 
business. 
The GM plant expansion pro- 
gram involves two units in New 
Jersey and those in Buffalo, 
Rochester and Dayton, he said. 
Accepting full responsibility for 
the recent layoff of 30,000 em- 
ployes, Knudsen informed the 


committee the step was impera- 


tive because of the abrupt drop} 


in sales. 

“Naturally, I don’t 
people off,” he said, “but we 
couldn’t carry them. I cannot ac- 
count for the present feeling nor 
can our dealers. 
ishing. Everybody is 
something out there but 
don’t know what it is. We need a 
little assurance all down the line 


afraid 


and I believe that is on its way.” | 
used | 


Blaming a falling off in 
ear sales for blocking the auto- 
mobile market, Knudsen asserted 
new car price increases were not 
responsible and then mde these 
major points in his testimony: 

Points Are Listed 

Sales last December fell to 45.6 
per cent of December, 1936, the 
sharpest drop in GM history. 

Used car sales last year 
70 per cent of 1936. 

GM not now 
price reductions. 

Labor costs increased per 
cent last year over 1936 while 
over-all costs grew 13 per cent. 

GM paid a total of $76,000,000 
taxes last year. 

The corporation’s surplus for 
first 11 months of last year grew 
$54,000 000 to a neak of $452,000,- 
000, despite undistributed corpo- 
rate surplus profits tax. Cash and 
government securities de- 
creased by $30,000,000 in the sur- 
plus, composed chiefly of plants 
and inventories. 

Knudsen explained that the 
layoff was spread over several 
states and when Chairman Byrnes 
and Senators Clark of Missouri 
and Hatch of New Mexico wanted 
to know whether it wouldn't be a 
good thing to put the 30.000 back 
on the payroll for “the tremen- 
dous psychological effect,” Knud- 
sen retorted: 

“We cannot run our business 
on a basis of psychology. If we 
did put the men back what would 
they do? We didn’t lay the men 
off to make business bad. Busi- 
ness had gone bad before we laid 
them off.” 

Policy Is Explained 

Committee members wanted to 
know why the corporation’s sur- 
plus could not be used to keep 
idle men on the payroll and 
Knudsen patiently explained that 
under such a policy the surplus 
would soon disappear. Then 
soberly he went on: 

“It is the policy of the corpora- 
tion to control its production 
through a record of the 
sales of its dealers, this record 
being tabulated after each 10-day 


were 
is considering 


95 
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like to lay | 


It’s very aston- | 
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Aggressive Sales Policy 
Held Key to Used Car Knot 


hold to its prices if 
| there is a further sales drop 
|20 per cent this month and 


Knudsen replied: 


GM would 


what 
money 


to sit down and see 
could do; how much 
are willing to lose.” 

Chairman Byrnes 
press reports 


we 


mentioned 


cheaper car on the market, and 
commented: 

“They evidently do not agree 
with the theory that cars cannot 
| be sold at this time.” 

“We all differ, Senator,” was 
Knudsen’s smiling, imperturbable 
reply. 


GM dealers now have on hand 
about 200000 units or 60,000 above 





of! . upply and demand?” 


“Well, we naturally would have | 
we | 
| of it!” 


that Hudson was | 
doubling its force and putting a} 


Concerning new car inventories | 
Knudsen told the committee that | 


| normal, Then on the subject of | 
| the 30,000 men laid off he re-| 
minded the senators that there | 
are 220,000 left on the payroll. 
Throughout his testimony| 
Knudsen displayed the utmost! 
good nature even when such ques- | 
tions as this were shot at him by| 
Senator Byrnes: 
| “Do you believe in the law 


of | 
Immediately the GM president | 
hot back: 

“Yes, I’m a striking illustration 


Then, chuckling, he said he is 
unworried about statements to} 
the effect there is danger of an 
alien form of government being 
introduced into the United States. 

On the subject of installment 
buying Knudsen said his corpora- | 
tion had followed the policy of | 
small finance companies which 
started the 24-month contract for 
cars but that it was also one of 
the first to see the plan was dan- 
gerous. It is understood the in-| 
stallment subject was one of| 
those discussed when Knudsen | 

(Continued on Page 20, Col. 1) 


FOR YEARS THE 


| the 


DETROIT.—Aggressive selling, 
now well under way, will reduce 
excess inventories of used 
in the sales outlets of the 
automobile industry, paving the 
way for increased sales of new 
cars, it is predicted by M. M. Gil- 
man, general manager of the 
Packard Motor Car Co. 

“It is admitted by the in- 
dustry,” said Gilman, “that buy- 
ing of used cars has slowed up 
and that this has decreased sales 
of new cars. 

“As an average, two used cars 
must be sold for every new car 
sale. Because of this any unusual 
reduction in used car buying is 
felt in the selling of new cars 
with a_ resulting decrease of 
manufacturing operations in 
automobile factories. 

“Driving ahead to the limit of 
its ability to restore manufactur- 
ing activity and thus bring about 


cars 


| greater employment, the industry! the public is following.” 








is making important inroads on 
the stocks of used cars through- 
out the country. 

“The used automobile taken in 
trade on a new car has always 
been a bargain. Its_ intrinsic 
worth has always been greater 
than its selling price and the 
good remaining miles in it have 
been obtainable for the used car 
buyer at such an attractive figure 
that used cars have practically 
sold themselves. 

“The industry is now not wait- 
ing for the public to come in and 
look over what it has to offer in 
its used car stocks. It is adver- 
tising more extensively than ever 
before. It is going out and telling 
the public about the bargains on 
its shelves, the biggest bargains 
it has ever been able to offer. 
And it is doing the best used car 
selling job of its entire history. 
Favorable reaction on the part of 


PUBLIC WANTED /T 


GAIN PONTIAC HAS EARNED the right to be called trail-blazer for the low-price field. 


- 


ing dollars are flowing toward Pontiae dealers. 


Salety 


Again Pontiae demonstrates the reason why more and more of America’s motor- 


Shift Gear Control*—the 


most inexpensive remote control shift on the market—is the big news of 1938, the 


best of new selling features, and the finest demonstration advantage any dealer 


organization has ever had. 


How the public feels about Safety Shift is demonstrated 


by the fact that although this new feature is optional. and costs $10 extra. almost 


without exception Pontiac buyers have demanded it and gladly paid the difference. 


And here’s another important point. 


price-range where 90% 


of all sales are made! 


Safety Shift is exclusive with Pontiac in the 


Safety Shift Gear Control* is not an isolated instance of Pontiae’s advanced 


thinking but merely the latest manifestation. 


So it is easy to understand why 


Pontiac has so swiftly become the second biggest seller in the General Motors line. 


That, too, is why it will come as news of first importance to able, progressive, business 


men that Pontiac now has dealer opportunities open in a few points of proved 


potentiality. 


period in the month. The object | 


of these frequent checks 


stock 
employment out of balance.” 
Concerning the _ sales 


is to} 
keep production in balance with | 
sales and to prevent an excessive | 
in the field which throws | 


slump | 


Chairman Byrnes wanted to! 


know: 


“You don’t think any effort to) 


ascertain from officials of the 
government their best views as to 
national income during the next 
few months would have affected 
sales in any way?” 

Very solemnly Knudsen replied: 

“Senator, I don’t think anybody 
in God’s world could have told me 
that the outlook was for a drop 
of 50 per cent in two or three 
weeks.” 

Senator Lodge suggested pres- 
ent government policies might 
have a lot to do with the prevail- 
ing psychology of fear among the 
people and while Knudsen agreed 
he would not say what he thought 
the government should do to dis- 
sipate fear. 

Reverting to the price problem, 
Chairman Byrnes asked whether 


Correspondence is invited. 


as strictly confidential. 


If you are interested in acquiring the Pontiac franchise, please communicate with 
C. P. Simpson, General Sales Manager, Pontiac Motor Division, General 
Motors Sales Corporation, Pontiac, Mich. Your communication will be regarded 


~® Prosper WITH | 





Special to Automotive Daily News 

CHICAGO.—Without being rep- 
resented as a reply to criticism 
of finance companies, an open 
letter addressed to dealers by T. 
E. Courtney, member of the 
National Assn. of Sales Finance 
companies, and president of the 
Northern Illinois Finance Corp., 
De Kalb, IIll., takes automobile 
dealers to task in an open letter 
appearing in Time-Sales Financ- 
ing, the NASFC official organ. 

Discussing the subject of 
“Dealer Failures,” Courtney states 
in part: 

“There is probably no one fac- 
tor that contributes more to the 
ultimate failure of a dealer than 
the amount of his working capi- 
tal. We find our automobile deal- 
ers invariably borrowing any- 
where from five to 20 times their 
capital. 

“Finance companies are more 
to blame for this in their greed 
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Dealers Warned to Avoid 


Disproportionate Overhead 


to obtain business than the dealer 
is, but, of course, the manufac- 
turers immediately take advan- 
tage of it and see that the dealer 
uses every dollar’s worth of 
available credit he can get 
stock automobiles, parts and vari- 
ous other types of equipment and 
accessories that they have to sell. 
“Not one dealer in a hundred 
ever stops to take inventory of 
what this is doing to him per- 
sonally in the way of operating 
overhead expense. It is not un- 
usual to find a dealer who claims 
that he cannot make $10,000 or 
$12,000 per year in his business, 
but you will find him with a 
stock of $60,000 worth of cars. 
“Sixty thousand dollars in cars 
at 6 per cent interest alone is 
costing him $300 per month. Put 


on top of this rent for storage to | 
carry 75 or 100 cars and you have | 


another $300 to $400. Add to this 


the expense of continually servic- ' 


Because 
lever is unt 
wheel, geare! 
is faster, easier, 
pler than 


to | 





changing 
sim- 


yefore- 


ing these cars, the necessity of 
moving them, cleaning them, 
charging batteries and you can 
readily see where this man has 
taken upon himself an unneces- 
sary overhead of easily $1,000 per 
month. 


“We criticise the manufacturers 
for too much dealer interference, 
but no manufacturer can make a 
dealer eat cars 
pay for them. I think at 
present time there is more indi- 
cation of a spirit of co-operation 
on the part of manufacturers 
than ever before. The same thing 


is true relative to finance cor-| 


porations. 


“This certainly gives the deal- 
ers of this country one of the 
finest opportunities to co-operate 
with the other two branches of 
their business to get their busi- 
ness back on the proper plane. 

“The first step and most im- 
portant in this direction is to see 
that liabilities of your particular 
company are in step with the 
amount of invested capital you 
have in your own business; that 
the stocks of cars you carry are 
judged by your 30-day turnover.” 


if he refuses to} 
the | 


NEW YORK.—Shipments in all 
| branches of the industry declined 
in November, according to manu- 
facturers reporting their monthly 
business figures to the Motor and 
| Equipment Manufacturers’ Assn., 
although with the exception of 
replacement parts, the indices are 
| above those registered for the 
same month last year. 

The grand index for all branches 
of the industry in November 
dropped to 156 per cent of the 
January, 1925, base as compared 
with 160 per cent for October and 
150 per cent for November, 1936. 

Shipments to vehicle manufac- 
turers for original equipment in 
October declined to 174 per cent 





176 per cent registered in October 
and 167 per cent for November 
last year. 

Service parts shipments to 
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of the base, which compares with | 


19 


Nov. Parts Shipments 
Remain Above 1936 


wholesalers for November dropped 
to 121 per cent from the 154 per 
cent indicated in October. In 
November, 1936, the index stood 
at 139 per cent. 

Accessories shipments to whole- 
salers in November dropped 11 
points, standing at 136 per cent 
of the base index, which can be 
compared with 147 per cent for 
October and 96 per cent in No- 
vember, 1936. 

Service equipment shipments to 
wholesalers in November declined 
to 110 per cent of the base as 
compared with 130 per cent in 
October and 103 per cent in No- 
vember, 1936. 


| Bantam Increases 
| Production Daily; 


Export Quota Up 


BUTLER, Pa.— Despite the 
general recession in business, the 
American Bantam Car Co. is in- 
creasing production daily, accord- 
ing to A. C. Olander, sales man- 
ager. 

“Most of our departments are 
working two shifts and we are 
constantly adding men to our 
payroll in an endeavor to raise 
production so as to take care of 
increasing demand,” Olander 
stated. “We are particularly 
rushed with orders for com- 
mercial cars from businesses of 
every type.” 

“All Bantam cars built during 
the first two weeks were shipped 
to export,” Olander said. “Our 
export department has now 
doubled its 1938 quota of 3,500 
cars because of growing demand 
in foreign countries for a Ban- 
tam type car which combines 
European economy with Ameri- 
can engineering,” he declared. 

“Cars are now being shipped 
to domestic dealers, but although 
our production is increasing 50 
per cent every week we are at 
present able to fill only one-third 
of the orders received weekly. 
However, our production rate is 
being stepped up as rapidly as 
possible and by Feb. 1 we expect 
to be running at full capacity,” 
Olander said. 


Dayton Car Sales 
Exceed °36 Totals 


DAYTON, O.—New car sales 
here in 1937 totaled 12,650, against 
| 12.557 in 1936, according to figures 
|}announced Monday, by J. Clar- 
}ence Schaeffer, Montgomery 
county clerk of courts. Total reg- 
istration for 1937 numbered §85,- 
768 compared with 80,406 in 1936. 

For the month of December, 





Mechanism 
Shift is en- 
an 


hiy 


| 1937, Schaeffer reported 405 pas- 
senger and 63 truck sales. Follow- 
ing are the new passenger car 
| sales by models: 


Chevrolet 105, Ford 68, Plym- 
outh 32, Pontiac 21, Dodge 14, 
| Packard 18, Buick 40, Oldsmobile 
17, Chrysler 14, Graham 15, and 
De Soto 11. Included in the list 
of new trucks sold in December 
were 15 Chevrolets and 22 Fords. 
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Vancouver Ford Dealer 


To Spur Truck Sales 


VANCOUVER, B. C.—Vancou- 
ver Motors, Ltd., owners and op- 
erators of the largest Ford 
garage in the dominion, have de- 
cided to make a special effort to 
develop the commercial car and 
truck side of their business and 
have opened a new department 
devoted exclusively to these lines. 

The new department will be 
under the management of Al 
Brown, who is also manager of 
the parts department of the com- 
pany. It will also specialize in 
Ford V-8 power plants, a growing 
demand for which has recently 
been experienced from logging, 
mining and sawmill concerns. 


SECOND BIGGEST SELLER IN THE GENERAL MOTORS LINE 
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Chrysler Opens Drive to Perfect Service Abroad 


Knudsen Tells Probers 
He Sees Upturn in Spring 


(Continued from Page 18) 

later called upon President Roose- “We have no evidence of it, for 
velt at the White House. this reason: If the used car sales 

In a verbal tilt with Chairman] back up, new car prices aren’t 
Byrnes on the outlook for re-| going to make them start up. 
covery the witness said the auto-| yoy have got to get rid of the 
ee ee one before you start the other.” 
age of generally being the firs : 
to come back and the first to drop “aaee oe an ao 
off. I think that has been the} veGmeed sales was: 


history of the business and : 

naturally I have hopes that the When the average man feels 

business will pick up in the| that work is going to be slack he 
won’t commit himself, even if he 


spring.” 
Then the price increase issue| happens to need a car at the 
moment. 


cropped up and Byrnes sought to 

induce Knudsen to admit that Knudsen scoffed at a commit- 
that was responsible for the sales | tee suggestion that the GM excess 
drop in December. But the GM| surplus of $50,000,000 could be 
head parried: used to keep idle men on the 





EACH YEAR’S OPENING 
signals a brief pause in busi- to produce. 
ness and social activity. We 
check up, review the year 
just past, and say to our- 
selves, ‘“W ell, there’s another 
milestone behind us, what ™°™ distinction for 


about the New Year?” 
tomer good will. 
Progress has been our watch- 


word since the inception of Our sincere 
this company —progress that 
has given us constantly in- 
creased manufacturing facil- 
ities, new metals for new 
purposes, and finally LEK- 
TROKAST, the 


| payroll, 
| annual 





explaining that with an 
payroll of $400,000,000, 
$50,000,000 “would be very small 
change.” 

“Do you think that taking them 
back for a few weeks would do 
that?” 

Knudsen was flanked during 
his testimony by John Thomas 
Smith, general counsel of GM, 
and Donaldson Brown, finance 
officer. He went to the white 
house with his closest friend, 
John D. Biggers, unemployment 
census director. He had never 
met the President before. The 
conference there lasted 20 min- 
utes and upon leaving Knudsen 
said he had not been asked to 
put the 30,000 back to work. 


Alfred Reeves, vice-president 
and general manager of the Auto- 
mobile Manufacturers’ Assn., sub- 
mitted to the committee a com- 
prehensive 12-page brief on the 
present status of the industry. 


FP ponss=zn 


furnace gray iron possible 


And for 1938 we’re going to 
prophesy for ourselves the 


same sort of progress, plus 


our 


products and increased cus- 


New Year 
wish is that a// of us, our 
friends and customers and 
ourselves, may progress 
together to better busi- 
ness and even more closely 
knit friendly 


PUSS Mec 
finest electric BEX TRIKAST relationships. 


FOUNDRY Ta 


Foot of Iron Street 


DETROIT. — 
program to perfect the service 
department facilities and opera- 
tions of distributors throughout 
the world has been inaugurated 
by the Chrysler Corp. export di- 
vision, announces F. T. Jarvis, 
director of service. 


The new plan, Jarvis said, has 
a two-fold purpose: first, to de- 
velop service departments to such 
degree that every owner of a 
Chrysler Corp. product, no matter 
in what country he is located, can 
have his car or truck maintained 
in perfect condition, and, second, 
to help distributors make more 
profits and more new car sales 
through their service depart- 
ments. 


The new service plan is ex- 
| plained in a 100-page book en- 
| titled “Service Improvement Pro- 
gram” which is now going for- 
| ward to distributors. All 10 points 
| are considered equally important, 
}and a distributor will receive a 
|bronze plaque when he _ has 
| achieved the perfect mark of 100 
per cent, or 10 per cent for each 
point. 

| The company at the same time 
announced that Wendell H. 
| Welch, recently appointed assist- 
ant director of service by Chrysler 
export division, will leave on an 


Folding Car Bed 


Is New Accessory 


CHICAGO.—A new folding 
automobile bed is announced here 
by the Tourist Equipment Co. 
Said to be so constructed that it 
makes a full-sized double bed in 
built-in-trunk and touring model 
cars, the unit folds into a pack- 
age that may be carried in the 
trunk compartment. 

The bed consists of a non- 
sagging, collapsible spring frame 
and a felt mattress pad. In use, 
the head of the bed is placed 
against the front seat of the car 
with the foot extending into the 
trunk compartment. The bed is 
said to be long enough for six- 
footers. 





“Fourth Dimension,” a _ regular 
| feature of ADN, presents a digest of 
| automotive advertising news. 


(New Ten-Point I Program 


Is Outlined in Booklet 


A new 10 point 


extended European trip early in 
January to survey distributors’ 
service facilities and to hold re- 
gional conferences with European 
service managers. Intensive train- 
ing in the operation and develop- 
ment of the new service program 
be given by Welch to all field 
service representatives. 


Newest Plastics 


To Be Shown at 
SAE Exhibition 


DETROIT.—Newcomers to the 
automotive field, Plexiglas and 
Chrystalite, will be previewed 
here at the engineering exhibit 
held in connection with the an- 
nual meeting of the Society of 
Automotive Engineers, which | 
opens Monday. 


The products, new acrylic res- 
ins, are said to be tough and 
transparent with added features 
of lightness, chemical stability 
and age and sunlight resistance. 
Plexiglas already has been used 
extensively by the aircraft in- 
dustry, and because it can easily 
be formed into 3-dimensional 
curves, it is expected to be help- 
ful in automotive designing. 

Chrystalite, a similar molding 
material, is offered as an effective 
plastic medium for utility or 
decorative design. 

Rohm & Haas, Inc., manufac- 
turer of the products, has an- 
nounced appointment of W. E. 
Biggers as Detroit representative 
in crane of sales. 


Tool cites eae Set 


for March 9 in Detroit 


DETROIT.—Timed to coincide 
with the beginning of peak buy- 
ing seasons in mass production 
industries, for machinery, tools, 
production equipment and mate- 
rials, a machine and tool progress 
show, national in character, will 
open at Convention Hall here 
Mar. 9. 

The show is sponsored by the 
American Society of Tool En- 
gineers in connection with its 
first annual convention. 
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their stories true. 


MANY FINE PEOPLE 
HAVE PRAISED 


the world of ease and comfort— 
the genial atmosphere of the 
largest hotel. When you 


come to The Stevens, you'll find 


This good will is 


the result of the constant effort of 
our entire staff to make the most 


traveler feel at home. 


OTTO K. EITEL, Managing Director 


al 


Room, with Bath, from $3 
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the A’ Dimension 


The News of Automotive Advertising 


By Pete Wembhoff 


Pacer | 

Boston is leading the way in | 
an effort to wipe out the press 
ticket abuse at automobile 
shows, ADN’s Hub lookout, 
Jim Sullivan, reports the Bos- 
ton Automobile Dealers Assn. 
has voted to limit each news- 
paper to 300 ducats for Satur- 
day openings on future shows, 
plus 50 others for the working 
press and department heads. 

Vote was put through at re- 
quest of working automotive 
writers, most of whom thought 
even 50 ducats were too many 
after declaring that it took 
several hours daily figuring out 
who should get the passes. 


Ray C. Blackwell joins the 
Crowell Publishing Co. and will 
rep Country Home mag in Detroit. 

Blackwell, 
formerly with 
ADDN, is °& 
former adver- 
tising manager 
of De Soto and 
formerly was 
with the orig- 
inal MacManus | 
agency and 
later with Mac- 
Manus, John & 
Adams, on the 
R. C. Blackwell ©, qi}lac-LaSalle 


account, after leaving ADN. 


Swat 


“Batter Up,” fourth annual 
sound film produced by Ameri- 
can League, with co-operation of 
Fisher Body, will be released this 
month following previews in eight 
league cities. 

Flicker written by Lew Fon- 
seca, promotion director for 
league, with Ted Husing’s voice 
on the sound track. It’ll be dis- 
tributed gratis by Fisher Body 
to clubs, schools, etc. 





Elections 


New officers chosen by ad clubs 
in various cities include the fol- 
lowing: 

Seattle President, Norton 
Mogge, of J. Walter Thompson 
Co.; first vice-president, Leo Elk- 
ins, Foster & Klieser; second} 
vice-president, Claire D. Forbes, 
treasurer, Roger A. Jensen, and 
secretary, Lila Arnold, Mail Ad- 
vertising Bureau. 

Atlanta—President, R. H. Rich; 
vice-presidents, John K. Ottley 
jr., R. E. Martin, Fred G. Storey 
and E. V. Hungerford; treasurer, 
E. W. Timmerman; secretary, 
Stewart Gelders, and executive 
secretary, Mrs. Hubert Anderson. 

Tampa, Fla.—President, J. H. 
Hampton, national ad manager, 
Tampa Times; first vice-president, 
Truman Green; second  vice- 
president, Howard Parker; third 
vice-president, E. D. Warner; sec- 
retary, George J. Searjeant, and 
treasurer, Harold Cornish. 


Ruler 
Novel stunt is Pontiac’s dis- 
patching of 18-inch wooden 


Automotive 
On the Air 


Eastern Standard) 
CBS. 


(All Time, 


CHRYSLER—Thursday, 9:00 p.m., 
Major Bowes’ Amateur Hour. 


FORD—Tuesday, 9:00 p.m., CBS. 
“Watch the Fun Go By.’’—with Al Pearce. 





Sunday, 9:00 p.m., CBS. 
Ford Sunday Evening Hour. 


HUDSON—Wednesday, 7:15 p.m., 
**Hobby Lobby.’’ 


cBSs 


NASH—Saturday, 9:00 p.m., CBS. 


F “Professor Quiz.’’ 
PACKARD—Tuesday, 9:30 p.m., NBC (Red). 
“Hollywood Mardi Gras.’’ 

PONT! AC—Monday, 


p.m., CBS. 
‘“‘News Through a Woman's Eyes.”’ 


Wednesday, Friday, 2:00 


rulers to all its dealers to focus 
attention on company’s winter 
ad drive, which features slogan: 
“Pontiac Rules the Low-Price 
Field.” 

Company’s national mag ads 
will stress features of 1938 Pon- 
tiacs, listed on a ruler which 
dominates page and leads to 
photos and description. Will 
also continue “Style of the 
Month—Car of the Year” 
theme in women’s mags. 


Arrival 

First issue of Ken, The In- 
sider’s World, published by Es- 
quire, will appear Mar. 31 and 
fortnightly thereafter. Publish- 
ers state mag will print “in- 
formation that is now outside 





and beyond the ken of the aver- 
age person.” 

Managing editor is Arnold 
Gingrich, editor of Esquire and 
Coronet, with the following in- 
cluded as “working editors”: 
Ernest Hemingway, Paul 
Kruif, George Seldes, John L. 
Spivak, Burton Rascoe, Raymond 
Gram Swing, Manuel Komroff, 
Lawrence Martin, Herb Graffis 
and Howard Denby. 


Expansion 

Harry Elliott Advertising, 
Inc., is named west coast rep 
for MacManus, John & Adams, 
Inc., on all of latter’s accounts, 
including Cadillac-LaSalle, Pon- 
tiac, Champion, etc. 

For past year Elliott has 
been repping Detroit agency in 
San Francisco on Cadillac-La- 
Salle. Has handled publicity 
for 32 automobile shows in San 
Francisco, Oakland, Los An- 
geles and Seattle during past 
22 years. 


de | 


| tion 
of all ad and merchandising pro- | 





Named 

N. A. Glanz, formerly in charge 
of retail advertising creation, is 
appointed to newly created post 
of field sales promotion manager 
for tire division of B. F. Goodrich 
Co. 

Will rep ad and sales promo- 
departments in application 


grams in the field. E. D. Na- 
than, assistant manager of tire 
and battery advertising, moves 
up to _ post 
Glantz. 


| Switch 


Scribner’s Magazine is now 
being published by Harlan Logan 
Associates, Inc., 
quired rights from Charles Scrib- 
ner’s Sons, who'll now devote 
time to publication of books. 


Harlan Logan, who became 
editor-publisher of Scribner’s in 
1936, now heads the new corpora- 
tion which’ll also publish other 
mags. In January new company 
will move into larger quarters in 
General Electric building, N. Y. 


formerly held by} 


which has ac-| 





21 


Chatter 


Rites held this week for Frank 
A. Becker, classified ad manager 
of Flint (Mich.) Journal and 
president of National Assn. of 
Newspaper Classified Managers, 
who died last week. ... CBS now 
offering station KGAR, Tucson, 
as bonus station when KOY, 
Phoenix, is used. .. . First issue 
of Picture, new photo mag, on 
newsstands with indicated circu- 
lation of over 800,000.... QO, B. 
Blount now repping Country Life 
in Boston; Walter E. Anderton, 


| who formerly repped mag, con- 


tinues to rep The American Home 
in Boston ... Harry Pollard, of 
Bryant, Griffith & Brunson, news- 
paper representatives, recuping 
from scissors on the appendix 
. . . Pontiac’s Christmas greeting 
to dealers consisted of a large, 
two-colored folder tagged “I 
Come as a Friend,” carrying a 
portrait of the Indian chief Pon- 
tiac and a message from com- 
pany’s brass - hattery This 
mugg fathered a 7%-pound boy 
Dec. 29, tagged Daniel Martin 
Wembhoff. ... 


NEW MODERN STYLING 


NOW COMBINED WITH THE 
PROVEN DEPENDABILITY OF 


LUBRICATING EQUIPMENT 


@ ARO styling creates a new standard of attractive- 
ness for modern service stations and service de- 
partments. In further developing these units of 
long-proven dependability ARO engineers have 
collaborated with one of America’s foremost in- 
dustrial stylists to provide cabinets of commanding 


beauty. 


The smooth, clean lines and graceful 


symmetry—the glistening baked-enamel finish like 
that of a modern electrical refrigerator—combine 
to give these new ARO Lubricators an appeal that 
inspires confidence, invites new business and mul- 
tiplies profits. See your ARO jobber today for 
information concerning the very complete ARO 
line which includes units for every requirement of 
large or small stations. Write for complete catalog. 
THE ARO EQUIPMENT CORP., BRYAN, OHIO. 


THE ARO EQUIPMENT CORPORATION 


BRYAN, OHIO, U.S.A. 
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Diversity in State Motor Laws Cited by AAA 


AUTOMOTIVE DAILY NEWS, SATURDAY, JANUARY 8, 1938 


New Law Digest est Evidences 


Confusion 


Special to Automotive Daily News 


WASHINGTON. Wide varia- 
tion in state laws governing the 
registration of motor vehicles and 
the licensing of drivers offer fresh 
evidence of the “national confu- 
sion” resulting from the diversity 
in the basic laws and regulations 
affecting car ownership and op- 
eration. 

This statement is made by the 
American Automobile Assn. in 
connection with the issuance of 
its 1937-38 digest of motor laws, 
summarizing the regulations gov- 
erning registration and operation 
of passenger cars in the United 
States, Alaska, Hawaii, Panama 
Canal Zone, and the Provinces of 
Canada. 


Citing some of the variations in| 


the United States, the AAA said: 


the practice of extending the time 
for securing new plates. 

“In the 42 states and the District 
of Columbia, where motorists are 
required to secure a 
drive, 30 states and the District 
of Columbia require an examina- 


tion preliminary to issuance of a| 
an ex-| 


permit, four states make 
amination optional with state of- 
ficials and eight states have no 
examinaion requirement. Mini- 
mum age limits for securing a 
permit range from 14 years to 18, | 
although in the latter case junior | 
permits are issued under restric- 
tions. Further variance 


are valid, one and three-year pe- 
riods prevailing in the greater 
number of states. 

“Handling of license tags when 


license to} 


is found| 
in the period for which licenses | 





| District of Columbia, the plates 
| remain with the owner. 


of Regulations 


“Still further confusion exists 
when it comes to showing title of 
ownership. Twenty-seven states 
and the District of Columbia re- 
quire a certificate 
|the car is registered, 20 states 
have no requirement as regards 
certificate of title and one state 
establishes ownership through the 


| bill of sale.” 


Discrimination Charged 


in Mich. Truck Rates 


DETROIT.—Charges that ship- 
ments by truck for longer dis- 
tances over interstate lines cost 
less than similar shipments wholly 
within Michigan have been 
brought to the attention of the 
Michigan public utilities com- 
mission. 

Supporting Detroit shippers 
claims of discrimination in Michi- 
gan rates as compared with the 


of title when| 





Atlanta Dealers Optimistic 
Over Prospects for 1938 


Special to Automotive Daily News | 

ATLANTA, Ga.—The close of | 
1937 finds Atlanta automobile 
dealers more optimistic than they 
have been for the past two 
months, and there is a general 
belief that conditions will show 
an improvement by spring. 

“I don’t think this ‘depression’ 
will last more than four months,” 
says B. V. Stodghill, manager of | 
the John Smith Chevrolet Co., 
one of the oldest and largest} 
dealerships in Atlanta. “By spring 
we should find business returning | 
to normal, and there should be a} 
substantial increase in the de-| 
mand for new and used cars next 
fall. 

“For one thing, it is becoming 
evident that the south has been 


| present market, 


this section is going to snap out 
of it within the next two or three 
months, and then business will 
continue its interrupted trend 
forward.” 

Automobile dealers are refusing 
to allow more for trade-ins than 
they are actually worth on the 
and are holding 
used car stocks to prevent levels 
and, in some instances, even re- 
fusing them somewhat. As for 
new cars, they are holding for a 
fair profit and refusing to become 
panic-stricken. 

Thus the actual physical condi- 
tion of Atlanta’s dealerships as 
well as their morale has been im- 
proved ...and dealers are selling 
what they can, philosophically, 
and waiting for the tide to turn 
“deferred buy- 


and that hoped-for 
ing” to set in. 


more scared than hurt by low- 
priced cotton, and as soon as the 
fright has worn off a little more, 
you are going to find a revived 
interest in automobiles, both new 
and used. I think we are going| 
to see a lot of ‘deferred buying’ | 
in the spring that will serve to} 
make 1938’s business more normal. | 

“If new cars are not bought 
now, they will be, later. And not 
so much ‘later’ at that. I think | 


interstate rates fixed by the ICC, 
the commission was told that, for 
example, fourth class rate on 
shipments to Mt. Clemens, 20 
miles away, is $2.90 per 1,000 
pounds, against $2.70 for the 78 
miles between Toledo and Mt. 
Clemens. 


a car is sold is another source of 
confusion. In 26 states plates fol- 
low the car when it is sold or 
traded, one state leaves it to the 
owner whether the plates shall be 
retained or transferred, one state 
requires return of the plates to 
the state and in 20 states and the 


“While license tags expire on 
December 31 in 28 states and the} 
District of Columbia, expiration | 
dates in other states vary from 
Sept. 30 in Alabama to June 30, 
in West Virginia. This variation 
extends to the dates when new) 
tags may be display ed and also to! 





Offer New Lubricators 


BRYAN, of port- 
able and stationary lubricators in- 
corporating one “Duplex” and two 
or three “Simplex” lubricators is 
announced by the ARO Equipment 
Corp. They will be known as 
“Multiplex” lubricators, and work 
under high or low pressure. 


O.—A new line 





Sinsabaugh’ s sparkling 
column is read by the 
in the industry. 


| Chris 
“Sparks” 
“wide-awake”’ 








THE TAXICAB ARMY 


To repulse the German onslaught on Paris in 1914, General 
Gallieni commandeered every available taxicab to rush 
French poilus to the front lines to bolster the defense. 


SAY GOODYEAR DEALERS déyuhene 


T DIDN’T take long for dealers 
to realize they had a winner in the 
new Goodyear Battery—and to prove 
it was better, unbeatable, by chalking 
up amazing first-year sales records. 


your store and turns them into profit- 
able customers. 


It’s doing that—now—for Good- 
year Battery Dealers from coast to 
coast. That’s why they’re saying: 


Now Goodyear is offering a new “Now—watch us go!” 


5-Star Battery Plan so powerful and 
complete—and still so simple and 
effective—that bigger sales and bigger 
profits than ever are in store for 
Goodyear Battery Dealers. 


This spectacular plan digs out new 
battery prospects, brings them into 


If you want more prospects, more 
customers, more profits—get going 
with Goodyear. 


Write for complete information to- 
day, to the Department of Battery 
Sales, The Goodyear Tire & Rubber 
Company, Inc., Akron, Ohio. 





IRI DIES THAT MAKE SALES 


big, > The smooth rides of Delco-equipped cars may Acting, Inertia Control, and special applications 


quent, 


not make history—but they do make sales! for cars with Individual Wheel Suspension. 


Delco Hydraulic Shock Absorbers have elimi- Delco Products Division, General Motors Cor- 


and New 
— — Creates 
tact withr oo 


aces frst € poration, Dayton, Ohio. 


nated tiresome jouncing in front and rear seats. 
They completely satisfy the buyer’s demand for 
Modero ar 


uipme 
- aeientii 


‘ods whic 


*« smooth, restful comfort on the road. This satis- 


cba tal faction begins with the demonstration ride and 


holesale Dis continues throughout ownership. 


ead 3 0 
Wi despre Cot mplete § stoc 
izes 
tribution a in all types a . 
bethin 3 2 hours of ¥° 


There is a patented Delco Hydraulic Shock 
Absorber for every type of springing and 
assembly: Single Acting, Double Acting, Direct 


DELCO .. 





HYDRAULIC 


eee eee a OCK ABSORBERS 





AUTOMOTIVE DAILY NEWS, SATURDAY, JANUARY §8, 1938 23 


| Plymouth; William E. Street, of | kind. There are 77 members in| visit to the 20th Century lot to 
‘pe | Dodge, and Ernest Ingold, of|the San Francisco association| watch Gloria Stewart face the 
Chris Chevrolet, who conduct all nego-| and each and every one is most | camera in scenes that were being 


q 
& g af 8 k % By Si ] tiations. It investigates all com-| active in participation in the | shot. 
insabaug l plaints filed with the unions and| association activities. . 8 * 


if they can’t be straightened out, * * THURSDAY came the lunch- 
(Continued from Page 1) oe is oon a ee AND NOW FOR a few bread- - . ae ome 
eititinns ae Se ; a aan ie ie ; , | Ment waicnh can be use **| and-butter letters via the column | Wi e visitor as a guest, along 
Se i | ee ae spp , : | complaints never get that far. living for the editor while he was| @ luncheon at the Cock an’ Bull, 
THIS MUCH NEEDED shot in | dinsnce seen g hile T mas thong |. There is an open-shop agree-/ on the West Coast. Let’s take | in Hollywood, given by Hal Tut- 
the arm which was given this in- - a ae a ; . : — wets an ment with the salesmen covering Los Angeles first, where Slim tle, of the Howard company, 
dustry of ours came at a most wi _— o Pane omy Y | all who join. Membership is not | Barnard, of Hearst’s International Buick GlatrtOUter. Palen a 
psychological time and the re- employes and with only one compulsory. Salesmen are guar-| Advertising Service, was the companied by Slim mene - 
action was instantaneous. yr picket toa corner and one at the | anteed $25 a week, with no house | editor’s social mentor. He it was with two other oor ae = i- 
ing newspapers throughout the door. Automobile mechanics are| deals. Stores close at 6 p.m. on | who arranged the social calendar, tors, yg | a I ee of 
country gave the story banners not unionized and attempts to| Saturday and there is no Sunday | which started with a dinner at | aminer, om ersche ewe is 
on the front pages, radio com- round up the salesmen have prac- work. The mechanics have been the Jonathan Club, given by the Herald-Express, came “ e 
mentators like Lowell ‘Thomas tically failed. unionized since 1935. It’s a closed Verne Orr, Plymouth Ss sales man- voyage on Miss June,” a bi oot 
and Boake Carter featured it in — shop all around—$1 an hour and| ager in Lower California. Tues-| Diesel yacht. The thieves poe 
the day’s broadcast and the ON THE OTHER HAND. San/| #2 £35 weekly guarantee. day noon of the big week was Haberfelde, S Bakers - a mo ” 
President of the United States, | Francisco is pro-union to the hilt, * . 8 the Adcraft Club luncheon which ha the a wee elenek 
at his press conference that day, both mechanics and salesmen. SINCE I LAST was in San was addressed by Leo McGivena, aie” We cea 4 aaa 
praised the Hudson company for| But the dealers’ association, Francisco Arthur d’Attel has re- of New York, and Frank Payne, to é a He oe 
what it is doing, something very| which is headed by LeRoy Spen- | tired as manager of the dealers’|of MHearst’s International, was | | a a a a a : _ fi 
unusual for a President to do.| cer, general manager of Earle| association and has gone to | host. That same night Duke | Ing ne fleet, w som eee a 
Even labor echoed the Presi-| Anthony, distributor of Packard,| Honolulu. His successor is Tod| Reynolds, of Earle Anthony’s night before. os ; ao © e 
dent’s sentiments. So  Barit’s| has an understanding with the| Bates, a most energetic young took the visitor to Packard’s ee eS orc ag — 
voice rang from coast to coast| unions whereby the association’s | man who came from San Diego’s| radio hour, which was followed - is oO eae ‘oo 
and gave him national recog-| committee makes all deals with | dealer association, where he or- by an opportunity to shake a in e auto oa wih 
nition as a business leader in the| labor. On this committee are| ganized an appraisal bureau with Lanny Ross, singing star of | who — ago pip mes 
automobile industry at a time} James McAllister, of Chrysler-| which is held to be a model of its|the hour. The next day came a (Continued on Page 27, Col. 1) 


when such leadership is needed. iil 
- . * 

BARIT IS of the quiet type, | 
modesty personified, but back of 
it all is a man who knows the}! 
automobile business from all 
angles, and particularly Hud-| 
son’s. He sensed there was an 
opportunity right now to intro- 
duce a new model that might 
change “look at all three” to 
“and now there are four,” and at | 
the same time contribute an im- 
portant bit to getting industry 
out of the tail spin occasioned by 
the recession. Evidence that he 
hit the bull’s-eye of the national 
target is had in the public ac- 
claim that has followed Tues- 
day’s dramatic announcement of 
the new model. 

Taking the bull by the horns 
the way he has confirms Ed Bar- 
it’s position as one of the real 
executive leaders in the industry 
and when we get. sunshiny 
weather again the business world 
should give proper credit to Hud- 
son’s chief for his contribution 
to our recovery program. 

+ * * 

MAGIC - CARPETING back 
from the West Coast on one 
of C. R. Smith’s American Air- 
lines ships, I made a happy land- 
ing at the home plate on the first 
day of the new year. I now don 
my ear muffs, goloshes and woolly 
scarf and sigh for the gentle . 300 MILES AN HOUR ON TIRES 
breezes of California, where only : a EQUIPPED WITH STANDARD 
once in a while is the weather ee 4 . SCHRADER TIRE VALVES! 
“unusual.” Well, anyway, the 
three weeks out there gave me a} 
sun tan that is the envy of the 
poor unfortunates in Detroit who| 
have to shiver for a living during | 
these winter months. So I am! area aa ane 
that much to the good on the| en o —* eee — 
profit side of the ledger. No red} : pen ae ‘ 
ink. 





* * * 


CALIFORNIA certainly went 
out of its way to shower atten- 
tion on Automotive Daily News 
and its representative and it gave 
the editor a pleasant glow to do 
a lot of gate-crashing on the 
strength of ADN, which seems to 
be held in high esteem all the way 
up the coast. It was because of 
ADN that the dealers’ associa- 
tions in both Los Angeles and 
San Francisco staged luncheons 
for the editor, in both places 
turning out practically full mem- 
bership strength. 

*~ + * 

AS AN OBSERVER I was 
greatly impressed with the part 
each association plays in the eee ee se 
civic life of the city it represents. : : pee Ets may 
In Los Angeles the association, ; ee ee ccsssasearsrsmeeaa aaa The valve noe few 
which is run by Burt Roberts and ae s ES conewed easily in only o 
whose president is Earl Car- seis : : gees hea e mo! epartsare 
penter, Studebaker distributor, is : se 3 a phe’ seconds. Replaced! Y 
practically 100 per cent dealer oe ee ee eusivding most PRACTICAL 
membership, without any parts : ' ees weal s SAFEST Be oe 
and accessories representatives : a double se" a eee 
on the roll. Its leading members 2 
are most active in the newly- é 
formed Southern Californians, 

Inc., which has set out to make 

it an open shop town. Los An- 

geles does not care if a workman 

belongs to a union or is free from 

such affiliation—it will not have 7 
; ; iVvisi of § ill} ufacturing Company 

racketeers upsetting things. At A. SCH RADER’S SON Stites | oe ee a oe BROOKLY N, N. = 


present the automobile business 
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Hudson Enters Low-Price Field with New Model 


New Six, on 112° Wheelbase, 
To Start in Detroit at $694 


(Cor 


to the gallon. Economy of main- 
tenance are said to be obtained 
through the fact that every work- 
ing part of the engine and run- 
ning gear are generously over 
size. 

The new car embodies. the 
latest advancements of the in- 
dustry. In appearance it is a big 
car with simplicity and dignity 
contributed by a clean, smooth 
exterior. The front end with its 
characteristic louvre structure is 
of simple design, enhanced by a 
center ornamental piece in body 
color. A narrow chromium mold- | 
ing sets off the bonnet line. The | 
bonnet itself is a new design} 
which is hinged at its forward| 
end at the peak and supported | 
midway of its length by rigid | 
folding brackets. This construc- 
tion is said to be safer because if 
left unlocked accidentally, it will | 
not blow open. 

The lamps are mounted on 
superimposed raised streamline 
panels at the radiator shell and 
motor compartment side panels. 
This treatment adds a note of 
motion to the otherwise smooth 
panel, which is unbroken’ by 
louvres. 

Early production 
four body types: sedan, three- 
passenger coupe, four-passenger 
coupe and a convertible brougham. 


will include 


Two Units Added 


To Hercules Line 


CANTON, O.—Hercules Motors 
Corp., in announcing the “NX” 
series engines and power units 
has added two models of two-cyl- 
inder, heavy-duty gasoline en- 
gines and power units to its pres- 
ent line of well-known four and}! 
six-cylinder gasoline and diesel 
engines. 

The internal dimensions of the 
“NX” series are as follows: Model 
NXA, bore 3, stroke 4, displace- 
ment 56.5; model NXB, bore 3%, 
stroke 4 and displacement 66.3. 

These two engines are identical 
in general design and the major- 
ity of the parts are interchange- 
able, the only difference being in 
the bore size and the parts af- 
fected thereby. The maximum tor- 
que of the “NXA” is 39 pounds 
feet at 1,100 r.p.m. and the maxi- 
mum torque of the “NXB” is 46 
pounds feet at this same speed. 


For continuous peak load service | 


both models can be operated up to 
1800 r.p.m., at which speed the 
“NXA” develops 12.4 and the 


“NXB” 14.7 corrected horsepower. | 


The first road show presentation 
of these engines will be made at 
the American Road Builders’ Con- 
vention in Cleveland in January, 


where they will be on display with | 


many other models of the Her- 
cules line. 


tinued from Page 1) 


No rumble seats are provided, the 
extra passenger space being 
within the body. Colors available 
at the beginning of production 
are black, russet tan, cabot grey 
and venetian blue. 

Handling ease is said to be an- 
other outstanding feature of the 
new’ car, aided by the use of a 
new roller tooth steering gear 
with sufficient reduction (16.4 to 
1) to give actual “one-finger” 
control. 

The front axle of simple 
sturdy design. The spring char- 
acteristics are said to be equal to 
those of cars of long wheelbase 


is 


springs which are long semi- 
elliptics. The rear axle is also of 
Hudson design and manufacture, | 
with optional ratios of 41/9 and 
48/9 to 1. Shock absorbers are 
the airplane type, developed and 
introduced by Hudson _ several 
years ago. 

A rearrangement of the interior 
space and the provisions for the | 
spare tire are said to have resulted 
in an unusual amount of luggage 
room. On the sedan the spare 
tire may be removed and the 
hinged shelf raised to permit the 
use of the entire rear compart-| 
ment without interference. When | 
in normal position, the shelf acts | 
as a retainer to hold the spare | 
tire firmly in place. 

The interior motif, correspond- | 
ing with the exterior, is of simple 
dignity. The lacquered instru- 
ment panel and garnish moldings 
blend to produce this effect. The| 
boucle seat material has been se- 
lected for both appearance and 
wearing qualities. 

Seat cushions and backs are 
finished in a dual 2%-inch piping 
and pillow design, with doors 
paneled in harmony. Conven- 
tional front seat adjustment is 
employed. 

On both coupes the swinging, 
split back type front seat is em- 
ployed. Scuff carpets replace the 
conventional metal scuff plates. 
Elbow room in the sedan rear 
seat totals 59% inches, provided 
through the adoption of a fixed 
rear quarter window and a new 
design of the arm rest. Rear 
quarter and rear windows have 
lacquered rubber moldings. 

The important instruments, such 
as speedometer, are clustered in 
front of the driver with gas and 
water temperature gauges incor- 
porated in the speedometer dial. 
Radio, “tell-tale” flash signals for 
battery charging and oil pres- 
sure, along with ignition lock, 
light switch and choke, are 
mounted in the center of the in- 
strument panel. The windshield 
wiper and switch and the de- 
froster grilles are incorporated in 
the dash panel, and the headlight 
beam is controlled from’ the 
toeboard. 


| to be sure. 
of people have ideas and most of | 


NEW METHOD OF HINGING the hood on Hudson’s new low- 
price 112 is said to make for greater safety. Battery is mounted under 


the hood, 


HUDSON’S LATEST ENTRY, which made its bow this week in the low-price field, completes the 
due to the proportioning of the| Hudson line for 1938. The new car is equipped with an 83 horsepower motor and is featured by roomi- 


ness and economy of operation. 


James Enacts 
Stellar Role in 


Hudson’ s Move 


DETROIT.—When news of the 
coming of a new car makes front 
pages—in many cases with eight- 
column heads 
in newspapers 
clear across the 
country, when 
it is given 
prominent men- 
tion by all three 
of the leading 
radio news- 
casters and in- 
cluded in scores 
of local news 
broadcasts, 
when it is com- 
mented on by business leaders 
and labor leaders, when even the 
President of the United States 
allows himself to be quoted fav- 
orably regarding it ... the ques- 
tion naturally arises, “Who had 
the idea?” 

At least this is the thought that 
occurred to ADN’s Inquiring Re- 
porter as it became more and 
more clearly apparent that some- 
one in the Hudson organization 
had organized and carried out one 
of the great public relations 
achievements of all time in con- 
nection with Hudson's announce- 
ment this week of its new low- 
priced model and its accompany- 
ing $11,000,000 plant expansion, 


or 


os 


W. A. James 


carrying with it the employment | 


of 6,000 
So the 
gan asking Hudson men about it. 
And wherever he asked—whether 
of distributors, sales department 
executives or company officials— 
the same answer came back, 
“Bill James is your man.” 
| Obviously, the next thing to do 
| Hue to buttonhole Bill James, 


additional workmen. 


Hudson’s advertising manager, 
| which the writer proceeded to 
do at his first opportunity. 

“Yes,” saia Bill, “it’s fine to be 
| able to take the bows for a pro- 
gram as successful as this one 
has been. I had my share in it, 
But you know, lots 


Coming Events 


JANUARY 
Society of Automotive 
Annual Meeting 
16—Detroit. Automobile 
nual Meeting 
-21—Cleveland. American 
Assn. Conclave 
7-28—Louisville. Automobile Show. 
MARCH 
SAE National 


-14—Detroit. Engineers 


Dealers Assn. An 


Road suilders 


-11—Washington. Aeronautic 
Meeting 

-18—Pittsburgh. Tri-State 
dustries Show. 

-30—Detroit. SAE 
Meeting 


Automotive In 


National lassenger ar 


APRIL 


-15—Cleveland. National Petroleum Assn. 


Meeting. 
-22—Dalias. American Chemical Society. 
2-17—White Sulphur Springs, W. Va. SAE 
Summer Meeting. 


Inquiring Reporter be-| 


FRONT COMPARTMENT of the new Hudson 112, which made its 
| bow this week in the low-price field, has 55 inches of seating width, 


ample space for three passengers. 


the ideas never get anywhere. It’s 
how they are worked out that 
counts. 

“Credit in this case has to be 
divided among a good number of 


people, each of whom contributed | 
suggestion here, a} 


something—a 
well-executed detail there, and so 
on all down the line. Many of 
the suggestions that had a lot to 
do with making the whole thing 
go were ideas I would probably 
never have thought of myself. 
“As a matter of fact, when a 
company does something so 
|courageous and so timely as 
Hudson has iust done—when it 
puts thousands of men back to 
work and millions of money into 
| circulation—when it brings out a 
new car as outstanding as this 
one at a time like this—it’s a real 
privilege to be in a position such 
as mine and to be able to pass 
out information of that kind to 
men in the newspaper business. 
“Tt was the decision to do such 
a thing at such a time as this 
that was really the big idea. It 





simply happened to be my good 
fortune and that of my associates 
to be in position to get the in- 
formation to the right people at 
the right time.” 

But regardless of where the 
credit belongs—the writer has 
his own pretty definite ideas 
about that—the fact remains that 
in the opinion of many in a 
position to know, this particular 
Hudson public relations program 
is one of the biggest things ever 
done in industry. Newspapers 
which had never before been 
known to mention a commercial 
product or commercial venture, 
earried this story on their front 
pages. The Hudson company, 
the new Hudson car and praise 
for the Hudson management, 
have been principal topics of con- 
versation clear across the nation 
since last Tuesday. Nothing 
could have been more timely, 
nothing of a similar character 
could have been carried out more 
successfully than this program, 
observers declare. 


SPACIOUS REAR COMPARTMENT is provided in the new Hud- 
son 112, latest entry in the low-price field. Body dimensions are equal 


to its larger companion cars. 





Ford’s World Output Reaches 1,314,369 Units 
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Total Passes Million Mark ==—————— 
For 12th Time Since 1920 ADN Production 


(Continued ions Page 1) 


was exceeded during this decade | 
only in 1930 and 1935. 
Of the total Ford world produc- 


tion last year, the larger part, or| 
1,027,701 units, were produced and | 
United States. | 


assembled in the 
To this, Ford production in Can- 


ada and assemblies in British do- | 


minions and other territories 
added 78,874 units. The balance of 
207,794 were produced or 
sembled abroad in Europe, 
and Latin America. 

Beside the Rouge plant at Dear- 


Nash Appoints 


Swartz, Dunn 


To New Posts 


KENOSHA, Wis. — Retirement 
of Al Parr, veteran traffic man- 
ager of the Nash Motors division 
of Nash-Kelvinator Corp., and ap- 
pointment of Elmer Swartz, as- 
sistant traffic manager, to succeed 
him, are announced by C. H. 
Bliss, vice-president and director 
of sales. 

Parr joined the traffic depart- 
ment of Nash in November, 1917, 
soon after manufacturing of auto- 
mobiles bearing the Nash name 
was started. Swartz also has been 
a member of the company’s 
traffic department for more than 
20 years. 

Appointment of Stanley 5S. 
Dunn, for the last 12 years an ac- 
countant in the automobile field, 
as assistant to A. C. Tiedemann, 
director of business management 
of Nash, is also announced by 
Bliss. Dunn has been a member 
of the organizations of Oakland, 
Pontiac, Buick-Olds-Pontiac Sales 
Co., Buick, Cadillac and General 
Motors Sales Corp. 


Va. Road Fund hn °38 


Placed at $25,000,000 


RICHMOND, Va. (UTPS).—The 
Virginia highway department es- 


timates it will have approximately | 
$25,000,000 available for construc- | 


tion, maintenance and improve- 


ment of state roads during the} 
fiscal year beginning July 1, 1938. | 


Commissioner Henry G. Shirley 
said the total, despite state reve- 
nue increases, would represent a 
decrease of about $800,000 from 
funds available during the current 
fiscal year as a result of decreases 
in federal aid. 


New Passenger Car Registrations, 2 States for December, 1937-1936 


Figures supplied by R. L. Polk & Co. with exception of New Jersey, supplied by New Jersey Motor List Co., and Metropolitan New York area which are compiled by Sherlock & Arnold 





other key Ford plants throughout 
| the world. These are in Windsor, 
Ont.; 
burg, 
many. 

Car assemblies 


France, and Cologne, 


are carried on in 


these five plants and in 39 other | 
15 branch assembly | 
the | 
| other 24 in countries all over the 

as- | 
Asia | 


Ford plants, 
plants in the United States, 


world. 


There are five assembly sila | 
|in Europe, besides the three main 


born, Ford cars are built in four| ™#nufacturing plants where as- 


semblies also are made. These are 


|in Amsterdam, Antwerp, Bucha- 
| rest, Copenhagen, and Cork, Irish 
| Free 


in South 
San- 


State. Three are 
America, at Buenos Aires, 


tiago, and Sao Paulo, Brazil. One 


is at Mexico City. 
Canada has_ three 
plants, in Toronto, Winnepeg and 
Vancouver; Australia four, in 
Geelong, Sydney, Brisbane and 
Freemantle; India three, in Bom- 
bay, Calcutta and Madras; and 
there are others in Yokahoma, 
Japan; Colombo, Ceylon; Singa- 
pore, Straits Settlements; Lower 
Hutt, New Zealand, and Port 
Elizabeth, South Africa. 


Fla. Dealer Fights 


New License Law 


TALLAHASSEE, Fla.- 
Florida state supreme court has 
directed Hay Wood, Dade county 
tax collector, to show why he 
should not issue licenses to Sam 


Murray, Miami automobile dealer, | 


for payments less than those pro- 
vided for in Florida’s new license 
law. 

Murray is protesting. the pay- 
ment of a service department tax 
of $15.25; $1.50 for each employe 
above five in number, and $2.25 
per thousand on his maximum in- 
ventory of new and used cars. 
He contends that he should not 
be required to pay taxes on his 


| service organization, as servicing 


is essential to the sale of auto- 
mobiles. 

He also contends that he does 
not owe the inventory tax on his 
new and used cars, because he 
has already paid the state’s gross 
receipts tax on his sales. 

The decision in this case will 
uphold or invalidate most of the 
state’s new license law. 

Latest available registration figures 
appear twice weekly in Automotive 
Daily News. 


Dagenham, England; Strass- | 
Ger- | 


assembly | 





- The 





Estimate 


F ollowing holi- 
day layoffs, 
operations 
were resumed 
in several 
plants this 
week to raise 
the current car 
and truck pro- 
duction to 50,- 
394 units com- 
pared 
revised total 
of 44,995 
week and 83,- 
305 in 
same week of 
1937. 

Ford opera- 


tions continued | 


at near-normal 
pace, while 
General Mo- 
tors divisions 


showed a slight | 


pickup. Chrys- 
ler units built 
about 2,000 in 
scattered 
plants, while 
Packard re- 
sumed on four 
days. 
started opera- 
tions on its 
new low-price 
model. 


Studebaker Sales 


Leap in Canada| 


| automobile agencies and other re- 


WALKERVILLE, Ont.— Fac- 
tory sales of Studebaker pas- 
senger cars and trucks during 
1937 were 19.6 per cent ahead of 
the previous 12-month period and 
were greater than for any full 
year since 1930, according to M. 


S. Brooks, president of the Stude- | 


baker Corp. of Canada, Ltd. 
“While the growth of Stude- 
baker passenger car sales was 
satisfactorily steady,” said Brooks, 
“we were especially pleased with 
the great increase enjoyed in our 
commercial car business. For the 
full year under discussion, factory 
sales of Studebaker trucks were 
137.9 per cent ahead of 1936. 
“These substantial increases re- 
flect the steady improvement in 
all Canadian business which was 
manifest throughout 1937.” 


Complete cumulative figures appear each week until all 48 states are shown. States here shown appear for the first time. 


STATES 


“oF 
°36 
371 


Delaware 


North Dakota 


CHRYSLER GROUP 


89 
145 


46) 
81) 
37 


23] 
40) 
21| 


14 
15 


91] 
188 | 


78| 
88 


82| 
184) 


7 
86) 


with a} 
last | 


the| 


| Auburn-Cord .... 


Hudson | 


| search 





Passenger Car Regist 


cations 


**11 Months, plus 2 States for December, 1937-1936 


Dec. 
(2 States) 


L57 


221 


Dec. 
Pos. 


MAKE 
Ford 
Chevrolet 
Plymouth 83 
Dodge 14 
Pontiac 17 
Buick 84 
Oldsmobile 16 
Packard 
Chrysler 


wo ok ee PO 


co Tr eos 


Hudson 
De Soto 


wo to 


Studebaker 


Cad.-LaSalle 
Lincoln 
Graham 


AID 


Pierce-Arrow 
Miscellaneous 


808 | 


** Wisconsin: 
tIncludes 291 Hupmobiles. 





1937 
735,060 l 
720,723 
138,748 
244,075 | 
202,288 | 
189,751 
178,511 


*3,302,006 |—| 


Unit 
Gain 


19,577 
129,468* 
14,383* 
19,210 
49,930 
50,452 
19,649 
28,976 
34,737 
3,521* 
30,892 
29,086 
6,123 
38,014 
16,503 
9,718 
1,794* 
1,596* 
580* 
7,984* 

| ann 
| 223, 174 


1936 
Pos 


1937 
Pos. 


1936 
685,483 2 
850,191 l 
453,131 | 3] 
224,865 | 4 
152,358 
139,299 
158,862 
61,295 
51,216 
89,246 
39,484 
38,030 
61,304 
11,299 
21,365 |14! 
13,508 |16! 
14,971 |15] 
2,876 |18! 
741 |19! 
9,310 | 


90,271 
85,953 
85,725 
TO376 
67,116 
66,427 
19.313 
37,868 | 
23,226 | 
13,177 
1,280 
161 
1,326 


3,078,832 |— 


July-Nov., inclusive, 1937, estimated. 


Colo. Dealers Mowe to Cus 


Instalment 


Special to Automotive Daily News 
DENVER.—Dr. Wilford L. 

White, chief of the marketing re- 

division of the bureau of 


foreign and domestic commerce 


|of the United States department 
|of commerce, 
| many indications of better busi- 


states that one of 


ness in this region is the success 
of the movement on the part of 


tailers to cut down the number 
of payments to be made when the 
purchaser is using the installment 
plan of buying. 


People can afford to obtain 
possession of something in a 
shorter period than in the past, 
he said. The purchaser likes the 
shorter period better and, natural- 
ly, the merchant does. It began | 
as more or less of a defensive | 
move on the part of the retailer, 
Dr. White said. 

“In the spring,” he pointed out, 
“a great many businessmen be-| 
came concerned about the rate of | 
increase of installment credit 
sales, and the trade associations, 
at their meetings adopted reso- 
lutions urging their members to 
become more conservative. Within 
the last two months, the move- 
ment has spread rapidly and) 
there now is a general tendency 





112 
242 
109) 
195) 


| Groves Carburetor Co., 
| effective 
| not divulged. 


Time Lauded 


toward shortening the period of 
payment. 

“The increase in installment 
purchasing in the country the 
last two years was the result 
principally of the previous, con- 
centrated efforts of retailers to 
encourage such buying. Every re- 
tailer wanted to aid the pur- 
chaser who was having financial 
difficulties. 

“But with the general return 
of better times, the retailers de- 
cided that a more conservative 
policy would be _ beneficial to 
every one, because most people 


| hate to have debts hanging over 


their heads for unusually long 
periods.” 


Cc veuterd Resigns 
DETROIT.—H. S. Crawford, serv- 
ice sales manager for Chandler 
is resigning, 
Future plans were 


Jan. 15. 


Gr issA 


NEW SOIL 


“RIPPER” .. 


TOUGHENED'WITH NICKEL 


In changing the face of the earth 
the powerful specialized machin- 
ery that is used today must take 
plenty of hard knocks. One of 
these earth-manicuring machines 
is a tremendous ground “ripper” 


3} made by the Emsco Derrick and 
| Equipment Company, Los Ange- 


les, California. So closely akin to 


71 
36 | 24 70| 112 | _8 9 ‘ 
37 | 20) 44| 83| 160] 169 I 84 221) 46 
36 | 26 64, 151 257] 6 276 | 82} 10| 437 18| 95) 
’37| 85953) 70376 244075|438748/839152 | 735060|23226| 758626] 189751 10563/720723/27305| 178511 202288/1329141 
36] 51216) 39484/224865|453131/768694 | 685483) 1 3508/698991] 139299] 10392/850191|10973]158862|152358) 1322075 
UDSON GROUP AUBURN GROUP NON-AFFILIATED GROUP 'such as axle shafts and sheave 
shafts are made from heat-treated 


| Nickel-chromium alloy _ steels, 
commonly known as SAE 3135 and 
steels, when 
in production, 
gaff without a 
whimper and last 
for the life of 
the machine. 


THE 
INTERNATIONAL 
NICKEL COMPANY 
INC. New York. N.Y. 


5 automotive engineering are these 
machines that their designers have 
taken a leaf out of the motor car 
engineer's experience. Thus we 


find that the hardest worked parts 


Total, 2 States 
for December 


*Total to Date 


157} 


270 








STATES SAE 3140. These 
properly treated 
| will take the 

"37 26) 
36 31 38 oe mf. 
"37 4 | 6 | 1| 5 
36 13 ‘ 15 5} 4) 8 ; _ 451 
37 7 8 7 12 27| | 14] 4| 808 
36 44 9 53] | tile ais 2 = | 11} 45| | 19] 1| __ 1388 
37 | 71208| 14517 85725 | 146! 1134 1280] 13177)" "291! 67116 90271| 161|66427|49313) 81 3302006 
36] 70325| 18921| 89246] 1791) 1085, 2876] 14971] 38030) 61295} 741|61304|11299| 9310] 3078832 


*Includes Wis. estimate for July, Aug., Sept., Oct. and November, 


Delaware 
937 


317 


3) 7 


North Dakota 
Total, 2 States 15| 
for December 
*Total to Date 








Motor Shares 
Up Over Point 


In Week’s Rally 


J. ALEXANDER 
ADN 


By C. 


Staff Correspondent, 


NEW YORK.—The explanation | 


in the turn of stock prices in the 
past week is found in a revival of 
inflationary possibilities rather 
than a sudden reversal of the 
business trend. The inflationary 
psychology, however, can readily 
bring about a _ resumption of 
business recovery. 

Certainly the long-term aspects 
of the federal budget for the 
fiscal year 1939 are inflationary, 
despite the hopes of reducing the 
size of the deficit, hopes that are 
by no means certain of realiza- 
tion. 

Inflationary scares have served 
as good “pick-me-ups” for busi- 
ness on several occasions in re- 
cent years. Along comes a halt in 
business and with it the pros- 
pects of greater lack of balance 
between governmental receipts 
and expenditures. That brings 
talk of inflation. Such talk brings 
advance buying of goods, or the 
transfer of dollars into commodi- 
ties. This in turn brings higher 
prices and business activity. 

But there was some excitement 
this week in Wall Street con- 
nected directly with the automo- 
tive industry. Not in a long time 
has an automobile company 
grabbed the spotlight in the way 
Hudson did with its announce- 
ment of a new car, expenditures 
for expansion and doubled pay- 
rolls. 

The significance of the Hudson 
move was widely discussed. Some 
were inclined to the view that it 
might lead to a resumption of ac- 
tivity by the whole industry 
earlier than would have occurred 


ICC Sets Truck 
Work Hours Limit 


WASHINGTON. - A 60-hour 
work week for truck and bus 
drivers, with a daily limit of 15 
hours “on duty” and 12 hours “at 
work” 
mercial carriers subject to the 
Federal Motor Carrier Act last 
week by Division 5, 
commerce commission. 

In a 50-page report, the division 
upheld the hours recommenda- 
tion of Examiner R. W. Snow, 


which was bitterly contested by | 


union representatives at the ar- 
gument here last October. 

Chief difference between the 
regulations established by the 
division and the examiner’s 
recommendations is that the final 


rules require each driver to keep | 


a daily log showing his time on 
duty and at work, and other 
pertinent information. 

Emphasizing that it set the 


number of working hours purely | 
as a safety measure, the division | 


Stated that the rules would go 
into effect on and after July 1. 


Phileo Car Radio Unit 


Will Move 
DETROIT.—The automobile ra- 


dio laboratories of Philco Radio | 
and Television Corp. of Philadel- | 


phia will be moved to Detroit, it 
is announced. 

Two floors of the Palmer-Bee 
Bldg. are being remodeled at a 
cost of $50,000 to house the labora- 
tories, sales and executive offices. 
The radios will continue to be 
assembled in Philadelphia. 


Steel Rate Quickens 

NEW YORK.—tThe operating rate 
of steel companies having 98 per 
cent of the steel capacity of the in- 
dustry will be 25.6 per cent of ca- 
pacity for the week beginning Jan. 
3, compared with 19.2 per cent one 
week ago, 27.5 per cent one month 
ago and 79.4 per cent one year ago, 
according to the American Iron & 
Steel Institute. 





was prescribed for com-| 





interstate 


to Detroit | 
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Inflationary Talk Credited with Stocks’ Upturn 


otherwise. But the majority of 
commentators were inclined to 
wait until the new car and its 
price were formally announced. 


Although prices of automobile | 


stocks followed a somewhat er- 
ratic course during the 
covered by the ADN stock price 
averages, the general tendency 
was toward higher levels. 

The ADN averages for Jan. 5, 
compared as follows with 
week preceding and a year ago: 

Last This 
Week Week 
24 motors ° - 20.12 21.65 
10 car-truck co.’s . 21.29 22.91 
10 parts-acces. - 18.41 19.51 -+1.10 
4 tire-rubbers . 17.22 18.53 +1.31 34.92 

It will be noted that the up- 
turn in automotive stocks was 
spread evenly through the vari- 
ous classifications. 

Aside from the inflationary psy- 
chology, a factor in movement of 
stock prices during the week was 
the brighter outlook for a re- 
approachment between business 
and government. The automotive 
industry stands to benefit by im- 
proved relations between the gov- 
ernment and business generally. 


Change 
+-1.53 
+-1.62 


41,89 


39.22 


Tire Plant Purchase 
By Sears is Denied 


AKRON, O.—Recurring reports 
that Sears, Roebuck & Co. might 
buy or lease Plant No. 2 of the 
Goodyear Tire and Rubber Co. to 
carry on the manufacture of its 
own special brand tires were 
flatly denied here by both officials 
of the mail order firm and Good- 
year. 

Also denied were reports that 
Sears might draw a new con- 
tract with Goodyear to replace 
the one canceled in July, 1936, 
because of the Robinson-Patman 
act and that Sears was contem- 
plating the purchase of a plant 
elsewhere in Ohio. 


Collections Rise 
LITTLE ROCK, Ark.—Gasoline tax 
collections during the month of De- 
cember totaled $833,119, as compared 
with $822,508 in December, 1936, ac- 
cording to Revenue Commissioner 
Z. M. McCarroll. 


For a fresh automotive viewpoint, 
read George M. Slocum’s “A Word in 
Edgewise.” 


period | 


the | 
Year | 
Ago | 


48.94 | 


| R. 





Last Minute Wall Street Wires 
From C. J. ALEXANDER 


Wall Street Correspondent, Automotive Daily News 


New York, Friday, Jan. 7 (3:30 p.m.) —Thursday’s comfortable 
upturn brought considerable profit selling today. Steels 


and aircraft settled to slightly lower levels. 


were comparatively slow, 


Dealings 


but the Street seemed en- 


couraged by predictions of Spring employment increase 
in testimony before the Senate employment committee. 


Willys Factory Sales Top 
$30,000,000 in First Year 


TOLEDO. — Factory sales of 
new Willys cars aggregated more 
than $30,000,000 the first 12 months 
of operations of Willys-Overland 
Motors, Inc., which began busi- 
ness Oct. 8, 1936, following reor- 
ganization of the company, David 
Wilson, president, announces. 


This volume of new Willys sales 
covered the 12-month period end- 
ing Sept. 30, and represents world- 
wide distribution of Willys-Over- 
land products. 


A notable increase in Willys 
sales was brought about by intro- 
duction last fall of the new Willys 
economy passenger car, and rep- 
resents a volume equal to that of 
the old company for three pre- 
vious years combined. 

The sales record was achieved 
almost in its entirety in the nine- 
month period from Jan. 1 to Sept. 
30, since the new company did not 
reach volume production until 
January. Because of an initial two 
months of non-production, during 
which time plants were retooled 
and manufacturing facilities re- 
arranged for more efficient pro- 
duction. the company produced 
only 4,020 cars up to Jan. 1, 1937. 

During the first 12 months of 
operation, Willys-Overland  ex- 
panded its distribution organiza- 
tion from 300 to 3,000 dealers in 








the United States and expanded 
its export organization in Canada 
and other nations throughout the 
world. 


The increased volume of busi- 
ness resulted in employment for 
5,000 workers who received wages 
aggregating more than $6,000,000. 
During that period, Willys-Over- 
land increased wages of its work- 
ers in line with current labor 
rates and allowed vacation and 
sick leave with pay to all its 
monthly and weekly employes. 


Entering the 1938 season, the 
company offers in addition to pas- 
senger car models, several light 
truck units and is pursuing this 
field vigorously. The present light 
truck line includes a_ half-ton 
chassis with enclosed cab, upon 
which may be mounted a variety 
of body types. A new type of cab- 
over-engine panel delivery of half- 
ton capacity is to be placed into 
production late in January. 


Tax Yield Up 


JACKSON, Miss.—State truck 
and bus privilege tax collections 
mounted to $464.345 during the first 
11 months of 1937, an increase of 
$160,186 over like period of 1936, 
Carl Craig, state auditor, reported 
this week. December’s collections 
are expected to amount to about 
$15,000. 
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1937-38 


High Low NEW YORK 


83, 
71 
33% 
36/5 
3012 
1051, 
48, 
50% 
59% 
14% 
13 
1354 
48 
4814, 
62% 
69l/, 
80, 
BY 
23% 
180g 
371, 
45, 
44, 
341, 
11% 
41% 
7, 
647% 
70'", 
512 
501, 


34 
15% 


Allis Chalmers Mfg. 
American C. & F. 
American Chain 
Auburn Auto 
Bendix Aviation 
Beth. Steel 
Bohn A. & B. 
Borg-Warner 
Briggs Mfg. 
Budd Mfg. Co., E. G. 
Budd Wheel Co. 
Chrysler 
Clark Equip. 
Cleveland Gr. 
Collins & Aikman 
Com. Credit 
Commercial Inv. 
Continental Motors 
Curtiss-Wright 
Curtiss-Wright A 
du Pont de Nemours 
Eaton Mfg. 
Electric Auto-Lite 
Electric Storage Battery 
Evans Products 
Federal Motor 
Firestone T. & R. 
Gabriel Co. A 
General Elec. 
General Motors 
Glidden 
Goodrich, B. F. 
47¥% Goodyear T. & R. 

4%, Graham-Paige 

& Hayes Body Corp. 
27%, Houdiaille-Hershey B 
23% Hudson Motor 

4%, Hupp Motor 
120 Inter. Harvester 
155 Johns-Manville 
Kelsey-Hayes ‘ 
Kelsey-Hayes W. B 
Lee Rubber & Tire 
Libbey-Owens-Ford Glass 


Last Sale 
Jan. 7 Dec. 30 
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High Low 


47, 
24% 
15% 
3, 
11 
58, 
23% 
234 
19%, 


41% 
62% 
51% 
48, 
38, 
26 
20% 
24% 
447 
12% 
9, 
47, 
23% 


134% 
Mack 


Nash 





NEW YORK 


Ludlum Steel 


Trucks (1) 


Marlin Rockwell 
Midland Steel 
Motor Products 
Motor Wheel 
Murray Corp. 


Kelv. 


Pacific Mills 
Packard 

Reo Motor 

Republic Steel Corp. 
Socony Vac. 
Sparks-Withington 
Spicer Mfg. 
Stewart-Warner 
Studebaker 

Thermoid Co. 
Thompson Products 
Timken-Det. 
Timken 
7. & 
U. S. Rubber 
Westinghouse E. & M. 
White Motors 


Axle 
Roller Bear. 
Industrial Alcohol 


Willys Overland 
Yellow Truck 
Young Spring & Wire 


CHICAGO 


Bendix Aviation 
Borg-Warner 
Houdaille-Hershey B 
Modine Mfg. 
Perfect Circle 


Pines 


Winterfront 


Woodall Industries 


DETROIT 


Bower Roller Bearing 
Ex-Cell-O Aircraft & Tool 
Murray Corp. 
Timken-Detroit 











| Nash-Kelvinator 


Assets Reported 
Above $61,700,000 


DETROIT. — The consolidated 
balance sheet of the Nash-Kelvin- 
ator Corp. and subsidiaries, as of 
Sept. 30, is reported as follows: 

Assets—Property account, after 
reserves for depreciation, $14,- 
806,366; patents and goodwill $2; 
cash, $4,345,257; U. S. government 
securities at cost plus accrued in- 
terest, $10,012,141; notes and ac- 
counts receivable, etc., after re- 
serve, $4,699,399; inventories $21,- 
883,020; investments in and ad- 
vances to unconsolidated sub- 
sidiaries $4,088,127; balances in 
closed banks, after reserve, $84,- 
289; cash surrender value of life 
insurance, $128,895; miscellaneous 
investments, notes, accounts and 
advances, $885,668; land contracts 
and real estate held for sale, 
$303,130; traveling advances and 
accounts, $63,777; deferred 
charges, $496,322; total $61,796,393. 

Liabilities — Capital stock 
(amounts to 4,263,398 shares, par 
$5, excluding 112,201 shares in 
treasury, of which 57,727 shares 
are reserved for existing stock- 
purchase plans) $21,316,992; ac- 
counts payable $7,786,510; accrued 
expenses $584,128; federal and 
state income taxes, $825,000; re- 
serve for contingencies $1,000,000; 
other reserves $2,587,186; capital 
surplus $6,318,165; earned surplus, 
$21,378,412; total $61,796,393. 


Firestone Net Up 
Slightly Over ’ 


NEW YORK.—Firestone Tire 
& Rubber Co. in the fiscal year 
ended Oct. 31 had a consolidated 
net profit of $9,269,176, after pro- 
vision for reduction of raw ma- 
terial inventories and commit- 
ments to market or $3.33 a com- 
mon share, against $9,142,654 or 
$3.28 a share in the preceding 
year. 

A major factor limiting gain in 
earnings was loss incurred in 
writing down raw material in- 
ventories and commitments to 
October market levels. 

Crude rubber declined from 
high of 27 cents a pound in March 
to 14% cents in October, and cot- 
ton, the other major tire raw ma- 
terial, declined to eight cents a 
pound from 15 cents. 

The report showed a sharp in- 
crease in company’s bank debt 
during the year. Notes payable to 
banks on Oct. 31 were $27,500,000 
against $12,000,000 on like date in 
1936. 


Ohio Si aliiaiaiitcai 


Cheered by Upturn 


STEUBENVILLE, O. — About 
1,500 steel workers in this district 
were cheered on New Year’s Day 
by increased operations of steel 
companies. Officials of the Steu- 
benville plant of the Wheeling 
Steel Corp. said three open hearth 
furnaces will be lighted before 
the end of the week, resulting in 
the recall of between 700 and 800 
men immediately. Others will be 
recalled at a later date, officials 
said. 

Earlier this week, the Follans- 
bee plant of nearby Follansbee, 
W. Va., was expected to put in 
use again, 13 of 15 hot mill fur- 
naces, giving work to 700 men. 


W orkers Get Bonus 
CHICAGO.—Neil C. Hurley, presi- 
dent of the Independent Pneumatic 
Tool Co., manufacturers of portable 


electric and pneumatic tools, an- 
nounces payment last week of a 
bonus to all employes on a basis of 
10 per cent of their annual earn- 
ings. The directors also voted the 
regular quarterly dividend of 62% 
cents a share, 
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dealers of all California into a 
state association, with 3,000 mem- 
bers, which faded out a couple of 
years after the founder retired 
from the presidency. 
+ * aa 
IN SAN FRANCISCO the next | 
week, the social pace never weak- | 
ened and the editor is sending| 
thusly bread-and-butter letters to) 
Tom Ray and Monk Sanders, | 
regional and zone managers for| 
Pontiac, who threw a newspaper 
luncheon; to the San Francisco | 
Motor Car Dealers Assn., which | 
included the editor in its luncheon | 
at the yacht club, and to Harry | 
Elliott, San Francisco’s live-wire | 
publicity man, who rallied the 
newspaper men to a pre-Christ- 
mas dinner at his home in Sausa- 
' lito. Then Christmas dinner with 
the daughter and her family who 
live in Piedmont; the United Air- 
| lines back to Los Angeles, a few 
i days there, and the visit was 
ended. 


* * * 


WITH THE election of R. W. 
Ruddon as president of Federal 
Truck there passes into retire- 

: ment a man who 
has been all- 





powerful in the 
commercial car| 
field for more 
than a quarter 
of a century 

Martin Pulcher| 
-whom Ruddon | 
succeeds. Pul-| 
cher holds a seat | 

‘ f on the board and | 
Martin Pulcher is the largest) 

stockholder in 
the company. Out of harness, he| 
is taking a southern trip after) 
which he will open an office in| 
the downtown section of Detroit, 
a place to go to get his mail, meet | 
old friends and keep in touch with | 
automobile affairs without any} 
business worries to thin his locks. | 
His successor is a man _ who} 
started with Pulcher as his secre- | 
tary in 1914 and who knows Fed- 
eral as well as he knows his al- 
phabet. 

+“ * * 

Starting in the automobile busi- 
ness as stock room boy with the} 
Oakland Motor Car Co., of Pon-| 
tiac, founded by his uncle, Ed-| 
ward Murphy, after graduating) 
from school, Pulcher organized 
the Federal Motor Truck Co. 
July 1, 1910 and he has stuck to 
trucks ever since, building his 
company up until now it is one 
of the leading independents in the 
business. His saga ranks him as 
one of the most _ progressive 
manufacturers in the industry and 
that includes motor cars too. Fed- 
eral and Diamond T are the last 
of the truck manufacturers to 
turn out assembled commercial 





| models, 


vehicles, whereas in 1920 Mack 

and White were the only ones to 

build their trucks under one roof. 
. + * 


FEDERAL’S success can well 


be attributed to the foresight of | 


this Pulcher, who was a far-see- 
ing executive and who is credited 
with being first to adopt worm 


drive axles; one of the first to use | 


pneumatic tires on trucks; first to 
put out a six-wheel truck with 
dual axle drive and first to have 
his own complete body building 
plant. Also to his credit as a pio- 
neer are the use of six-cylinder 
truck engines and hydraulic 
brakes. 

And under his guidance there 
have been developed at least three 
advertising executives who hold 
high rank today—Bob Crooker, 
advertising manager of Chevrolet, 
Lynn Dudley of Campbell-Ewald’s 
New York office and George W. 
Cushing. Too, Pulcher boasts that 
he was one of the first clients of 
Henry Ewald when he started his 
big agency. 


5 New Plymouths 
Added to AAA’s 


Instruction Fleet 


DETROIT.—New motorists 
learn to drive quicker and more 
easily in cars that do not belong 
to them, according to the Ameri- 
can Automobile Assn.’s_ driving 
school which is expanding its in- 
struction fleet this week. 

The beginner is handicapped in 
learning how to drive by a con- 
stant fear of smashing his own 
car, or otherwise damaging it, 
AAA school officials say. 

With growing popularity of the 
official instruction fleet main- 
tained in the New York metro- 
politan area, the AAA driving 
school is expanding this week 
with delivery of five new Plym- 
outh sedans to absorb the punish- 


ment of embryo drivers during | 


the coming year. 

The new school cars are stock- 
equipped with special 
dual controls that permit the in- 
structor to keep the car under 


| control at all times. 


The AAA driving school was 
organized in October, 1936, to 
teach would-be drivers how to 
operate a car and how to drive 
safely. More than 600 students 
were enrolled when the course 
first opened, and several hundred 
more have enrolled since then, to 
take the course of 13 lessons; one 
in the classroom, 12 on the road. 


For a fresh automotive viewpoint, 
read George M. Slocum’s “A Word in 
Edgewise.” 


THE GABBY CLUB APPOINTS Chris Sinsabaugh, editor of 


Automotive Daily News, as honorary member. 


Sinsabaugh has the 


distinction of being the only honorary member of the Los Angeles 
Gabby Club, which is made up of auto editors and Paul Prys in the 


automotive business. 


Standing, left to right, Harold Hitchman, Shell 


Oil; Bob Roberts, Standard Oil; Chet Crank of Chet Crank, Inc.; Slim 
Barnard of Hearst International Advertising Service; Art Dillenbeck 


of Pacific Outdoor Co.; Fred Davies of Willys Distributors; Duke | 545 Fifth Avenue 


Reynolds of Earle C. Anthony; George White of Gilmore Oil; Swain 
Van Warmer of Herald-Express; Pat Brown of National Automobile 
Club; Ed Dunn of Campbell-Ewald. Seated left to right, Nelson Lally 
of Paul Block; Sinsabaugh; Gene Hogle of National Automobile Club. 








Nov. Motor Sales 
Rise in Canada; 


°37 Total Up 30% 


MONTREAL.—Impetus to sales 
occasioned by the fall showing of 
| 1938 models resulted in a sharp 
upward swing in new motor ve- 
hicle sales during November, 
when 8,152 vehicles sold for $8,- 
989,170, compared with 5,847 at 
$6,552,261 for October, the do- 
minion bureau of statistics re- 
ports. Comparison with 5,605 ve- 
hicles at $6,010,154 in November, 
1936, reveals advances of 45.4 per 
cent in number and 47.3 per cent 
in amount. 

During the first 11 months of 
the year, 135,728 vehicles sold for 
$139,443,045, an improvement of 
30.6 per cent in number and 29.2 
per cent in amount over the same 
period of 1936 when 103,939 ve- 
hicles retailed at $107,922,431. 


Passenger car sales during No- 
vember totaled 6,851, a gain of 


ADN EDITOR CHRIS SINSABAUGH winds up California good- | 40.4 per cent over last year’s total 
will tour with a send-off by Mr. and Mrs. James Dunn, Hollywoodites, | of 4,881. 


9 


ADN Clicks Again 


New Table of Used Car Selling Prices 


COMMENDS—“May we commend you for your new pink sheet feature of ‘Used 
Car Selling Prices’? This looks to us as if you intend to continue as foremost 
in your field.”—L. K. Droom, Sec.-Treas., Kendall Droom, Inc., Kingsport, 
Tenn. 


GOOD GUIDE—“Wish to compliment you on your idea of showing used car ad- 
vertising prices in your pink sheet. Certainly, all dealers are allowing too much 
for year-old and two-year-old cars. This certainly may help to make all dealers 
realize it and become a more accurate guide to them than the used car books. 
—Vernon §. Howland, Liberty Public Service Garage, Chevrolet-Olds, 
Liberty, N. Y. 


HOT—“You are to be congratulated on innovating a really ‘hot’ idea. The publish- 
ing of used car selling prices in the various major cities of the country .. . . 
will enable a dealer to have up-to-the-minute information, which has not here- 
tofore been available.”—S. J. Swain, Swain Motor Car Co., Medina, Ohio. 


VALUED—“We note your schedule of used car prices on the back page of the 
‘pink sheet’ for Dec. 22, just received, and wish to commend you on this ac- 
tivity, which we feel will be of considerable value to your dealer subscribers.” 


—W. W. Vance, Vance Motor Co. (Buick), Ponca City, Okla. 


BETTER—“I have followed newspaper advertising of used cars for 15 years and 
believe you have struck a happy medium, better than all the so-called dealer re- 
ports to the Red Book, NADA, etc. 

Your weekly survey of used car prices as advertised in newspapers in a cross- 
country major market should help the dealers in many ways and I trust you 
will continue its publication.”—S. J. Burns, president, Burns Automobile Co., 


(Chrysler-Plymouth), Dayton, Ohio. 


HAPPY IDEA—“That was a happy idea of ADN running a page on used car 
selling prices. This, it seems to me, ought to be a splendid help to the dealers 
all over the country, and help to solve the used car problem, which, all can 
see, is a drag on new car sales.” —Louis D. Wallace, Research Manager, South- 
ern Agriculturist, Nashville, Tenn. 


IN ACCORD—“We are in receipt of your edition of Dec. 22 quoting used car 
selling prices. We are very heartily in accord with publication of used car prices 
as carried out in the above mentioned issue.”—R. W. Hayward, sales manager, 


McIninch Motor Co. (Packard), Omaha. 


This Latest Dealer Service Now Available Each 
Week in ADN’s *SCONFIDENTIAL MID-WEEK 
DIGEST” whieh is ineluded with all subscriptions. 
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Crystals Won’t Tell 


This is the time for advertisers to return to basic principles 
in the selection of media. Now, more than ever before, the 
advertiser should know exactly what he is getting for each 
dollar invested. No advertiser should be satisfied to know 
merely the number of persons he is reaching. He should 
ask other questions, among them: 


1. Who are these people? 
2. What is their mode of living? 
3. Can they really afford to buy my product? 


4. How can I reach them effectively and economically? 


The National Geographic Magazine can answer these 
questions, and any others you may ask, about the First 
Million Families in America. Today the market represented 
by these families is of primary importance. 

If you are not one of the National Geographic advertisers 
who have discovered the power and responsiveness of this 
market throughout the years, we suggest that you join this 
successful group. 


Sell The First Million First 


THE NATIONAL GEOGRAPHIC MAGAZINE - wasuincrTon, D.c. 


NET PAID CIRCULATION EXCEEDS 1,000,000 





